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BARRYMORE 

SuperFlex Process 
Style 3125 —Dull Black Kid 
with Black and White Gen 
uine Lizard Trim and Grey 
Lustre Kid Piping... .$5 
Waldorf last, 18/8 Coveted 

Louis 

AAA 5%-9 AA 44-9 

A4-9 B 3-9 
Style 3126—Same in Havana 
Brown Kid with Brown and 
Beige Genuine Lizard Trim 
end Beige Lustre wet Pip- 


GARLAND 
SuperFlex Process 
Style 3171—Havana Brown 
Kid with Beige Lustre Kid 
$5.25 


Waldorf Last, 17/8 Covered 
Boulevard Heel 


AAA5%-9 AA4%-9 
A4-9 B3-9 


Style 3170—Dull Black Kid 
with Grey Lave Kid Pip- 
ing.. .. $5.00 
Style 3173— Same in Med- 
ium Gre with Dark 
Grey Ki wes and ie 
Lustre Kid Piping. .. .$5.2 





PAREE 
Style 2141 — Black Suede es | Mee 
PO TID coc icccscscves 
Carmen Last, 20/8 Covered Franco- 
China Heel 


AAAS¥4-9  AA5S9_ A4%-9 
B2%-9 C49 


Style 2142 — Same in Havana Brown 
Suede with Brown Kid Tim. . . .$3.75 
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BEECEME 


REG.U S. PAT. OFF. 


THE QUALITY TRADEMARK 


TO DEALER AND 
CONSUMER 


As prices go up women will naturally look more 
and more to the quality and value of an article. 
The Queen Quality trademark is your safeguard 
on shoes. 


Nationally advertised in the most widely read 
women’s magazines...... Ladies’ Home Journal, 
Woman’s Home Companion, Delineator and 
Harper's Bazaar... . this trademark has been 
recognized for years as the standard of high 
quality and real value—a standard such as only 
the world’s largest shoe manufacturers could 
afford to offer at a popular retail price range. 


An extensive In-Stock Department assures you 
prompt service enabling quicker turnover, fewer 
mark-downs and a larger margin of profit. Write 
now for our new catalogue. 


QUEEN QUALITY SHOE CO. * ST. LOUIS, MO. 


Branch of International Shoe Co. 






MAYFAIR 
SuperFlex Process 


Style 4380—Adnmiralty Blue Kid $4.20 
Supreme Last, 15/8 Covered 
ulevard Heel 
AAA 5-9 AA 44-9 A 4-9 
B2u%-9 C3%-9 
Seyle 4375 — Same in Dull Black 
$3.95 


Sevle 4379—Same inBlack Suede $4.20 
zits 4376 — Same in Havana ove 
Style 4374—-Alll Black Satin; at 

Last, 18/8 Covered Louis Heel pi 
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Vol. CIV, No. 5 


The VOICE of the TRADE 


D.. John Arthur Wilson 


of Milwaukee, nationally recog- 
nized authority on tanning recent- 
ly said: 

“When a person suffers bodily 
fatigue, mental irritability or gen- 
eral discomfort without apparent 
cause, it would be well to investi- 
gate the properties of leather in 
one’s shoes. Even the tanners 
themselves have been coficerned 
but little with the question of the 
relationship existing between the 
properties of leather and human 
comfort, devoting their time rather 
to the production of leather pre- 


) 


R- BOSS— MAYBE YOUR 
fee Lewnier’s eo} your Fired! 
AT FAULT A a 






senting a fine appearance and good 


wearing qualities in a shoe. Many 
of the important properties of 
leather have not even been recog- 
nized.” 

These include, he declares, leath- 
er whose tannage increases its 
shrinking in humidity by three- 
fold and accounts for the “foot” 
weather prophets. 

* x 


J oe Kalisky, 


president, and Ned Dreyfus, sec- 
retary of the Shoe Travelers’ As- 


“ sociation of Los Angeles, Cal., 


signed the following resolution: 


“Whereas, His Excellency, the 
Honorable Franklin D. Roosevelt, 
President, has recommended to 
the people of the United States a 
duty regarding the work of recon- 





struction known as the ‘NRA’ or 
‘National Recovery Act,’ and, 

“Whereas, It is commendable 
in its highest sense, and should ap- 
peal to every honorable citizen 
who believes in the democracy of 
our nation and our desire to build 
up, 

“Therefore, Be it resolved that 
the Shoe Travelers’ Association of 
Los Angeles, Cal., heartily en- 
dorse this movement and pledge 
our support and cooperation with 
the President in any way he may 
designate, and that a copy of this 
Resolution be transmitted to Pres- 
ident Roosevelt with assurances of 


our loyalty.” 
x ok ok 


Kingsley E. Humbert 
of Humbert & Jones, New York 
says: 

“There are many manufactur- 
ers who look upon the change in 
the conduct of business as a magic 
formula which will guarantee sales 
and profits irrespective of manu- 


YOu STILL HAVE TO HUSTLE ! 


if Me 





facturing genius or merchandising 
effort. According to their reason- 
ing, the government is benignly to 
regulate their markets in such a 
manner that no sales effort need 
be made to develop splendid profits 
—a case of tailormade consuming 
power laid at the very door of the 
factory. 






HY 
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Basically, the NRA takes noth- 
ing from a manufacturer except 
the right to exploit his labor and 
deal unfairly with his competitor. 
It simply says, ‘Stop your chisel- 
ing and insane production and pay 
fair wages.’ It tells the lordly, 
gold encrusted industrialist who is 
sitting back awaiting better times 
—‘Go to work and put those dol- 
lars you are hoarding into the 
trade channels where they belong.’ 
It commands big man and small 
man alike to ‘Fight fair or get out 
of the ring.” ”’ 





p rotect 


the pedestrians of Portland, Ore. 
Will Knight, eminent shoester, 
who is always first in every com- 
munity drive, state drive or na- 
tional effort of any kind, once 
more spends his money to advertise 
“LET’S ALL OF US HEED 
THE SAFETY LANE,” drive in 
cautioning the reckless drivers to 
look after the kiddies as they go 
back to school and _ incidentally 
calls attention to his lines of chil- 
dren’s school shoes. The ad reads: 


“Let’s all of us heed the safety 
lane—” 

In my 35 years selling shoes in Port- 
land never have I been so happy to 
endorse any movement as this one. 


“IT’S THE SAFE, SANE AND 
HUMAN THING TO DO!” 
“Children’s school shoes at new 

low prices! 
KNIGHT’S 
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Walk-athlete-walk, <= 
“Big Bill,” reported as candidate 


for guard on the Dartmouth fresh- 
man football squad with a record 
of 500 miles of walking for sum- 
mer training, finishing off with a 
jaunt of 26 miles in one day. 
That’s encouraging to the coaches, 


and also to shoemakers. 
* * oa 


F. D. Rowe, 
former vice-president of the C. A. 
Eaton Shoe Company of Brockton, 
seeks the mayoralty chair once oc- 
cupied by two former Brockton 
shoe executives — former Mayor 
John S. Kent of the M. A. Pack- 
ard Company and William L. 
Gleason, of the Corcoran-Gleason 
Shoe Company. Mr. Rowe, well- 
known in the shoe field, recently 
announced his candidacy for the 
Republican nomination and is as- 
sured of the support of many fac- 
tions within the shoe industry in 
his present campaign. He is a 
former member of the City Coun- 
cil and has served for years as 
Republican committeeman from 


the Brockton district. 
* * - 


Joseph W. Bartlett, 
president of the W. L. Douglas 
Shoe Company, was a most active 


worker in Washington to bring 
peace and accord into the labor 
situation for the Brockton district. 
Recently in speaking to his own 
stockholders, he said: 

“An aggressive advertising and 
merchandising policy during the 
Spring season resulted in our sell- 
ing 40 per cent more pairs of 
shoes during the past season than 
in the corresponding period in 
1932, and in spite of very much 
lower prices the dollar revenue was 
7 per cent larger than last year. 
This compares very favorably with 
other shoe chain stores and de- 
partment stores. 

“The general conditions in our 
industry are somewhat unsettled 
at the present time, due to extreme 
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why June? 2 — 


—sCOMONTY = 
<a aon 


A GOOD SIGN 


—A few short months ago we were all fear- 
ful lest prices should rise out of all rela- 
tion to purchasing power. 

—But Caution, that virtue which has been 
so effective the past two years or so, has 
again taken hold of the situation, and any 
immediate danger of a run-a-way market 
has been removed. 

—Prices should be higher than they were— 
There’s no question about that. For the 
tanner, the manufacturer and the retailer 
deserve and must make a decent margin 
of profit on their volume of business. 

—But a wildly speculative market such as 
we were threatened with, would have 
sooner or later—and probably sooner— 
brought about a reaction that would have 
annulled all the progress that has been 
made. 

—Business is better, profits must be recog- 
nized. But we must realize at the same 
time that convalescence from a prolonged 
and desperate economic illness takes time. 

—Patience and intelligently directed plan- 
ning are most needed right now. 

—We regard today’s evidence of Caution as 
a good sign. 


Zoe 6 TEE 


President. 





rise in commodity prices and gov- 

ernmental regulations, but your 

directors are going ahead with an 

aggressive program this season.” 
*x* * * 


: Martin Hiss, 
B.SC., D.O., M.D., has written 
“New Feet for Old” in an attempt 
to banish foot troubles and to pre- 
serve the flying feet of youth. 

A quarter of a century ago, a 
young medico, trooping it with the 
Signal Corps in the Ohio National 
Guard maneuvers, was charging 
across rough open ground on a 
none too well trained mount. Came 
a ditch, a stumble. Horse and man 
went down. And the trooper was 
carried from the field with a badly 
crushed foot.... 

Such was the birth of a spe- 
cialist’s career. For that foot re- 
fused to get well; and before it 
finally was restored young John 
Martin Hiss not only had absorbed 
at painful first hand the principles 
and practice of the old orthopedics, 
but had come to the conclusion that 


both sorely needed revision. By 
the time he had completed his 
training—graduating in science, 
medicine, and osteopathy—his 
course in life had become clear. 
The delicate structures and dy- 
namics of the human foot had be- 
come for him a field of fascina- 
tion and ardent research. 

The book numbers one hundred 
forty pages ($2.00 per copy) and 
is published by Doubleday, Doran 
& Company, Inc., Garden City, 
N.Y. 


* * * 


fr McElaney, 

sales manager of the Stacy-Adams 
Company Brockton, is authority 
for the statement that several of 
his accounts are seeking early 
white business by preparing a well- 
stocked sport and white shoe de- 
partment for early in December. 
The less expensive cruise to 
Bermuda, the West Indies, etc., 
has been in order, and with this 
trend shoe merchants and buyers 
ought to be prepared to replenish 
the shoe wardrobe of the winter 


vacationists. 
* * * 


Sid Weber 
of Janesville, Wis., writes a col- 
umn daily, that is packed with 
human interest. Here is one: 














“SID SAYS: Has 


anybody 
seen a dog? No fooling. We 
lost ours. Sort of a tan and grey- 
ish black color with white face 
and legs. Wears a harness, No. 
869 license. Ancestry unknown— 
just a dog, but mostly Boston 
Bull, I guess. Answers to name 
of Felix, not Queen. Now he 
ain’t much of a dog—he bites kids, 
has fleas, eats like a horse, prob- 
ably the reason he left us. He 
fights at the wink of an eye, 
sleeps on the bed, ain’t broke! 
You wouldn’t want him if he did 
come to your house. But Sid, Jr., 
and Fred and little Joan love him 
and want him back. 

“So-o-0-0, the old gent hisself 
has been prevailed on to do some 
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dog-gone advertisin’.. We offer 
for Felix’ safe return, 1 pair of 
$2.28 Great Scotts or equivalent 
in merchandise or $1.75 in cash. 
If you must have more you'll have 
to dicker with Sid, Jr. Don't 
everybody bring his dog, ’cause we 
know Felix. Darn that Dog. 
SID 
P. S. Great Scotts are dog- 


gone good shoes.” 
x * 


- Farina, 


the Lynn shoemaker, tells the tale 
of Trading Troubles, thus: 

“Three men met and proposed 
to trade their troubles. The trade 
being completed, each went on his 
way, carrying with him a new 
trouble which, being unfamiliar, 
seemed a burden more grievous 
than the old trouble which he had 
traded off. 

“Three other men met, and pro- 
posed to trade their merits. The 
trade being completed, each went 
on his way, carrying with him a 
new merit, which delighted him 
much, and, also, his old merit, for 
though he offered it in trade it 
would not part from him.” 

+ * * 


The International 
London shoe show high-lighted 
style as follows: 

“Colors for women’s fashiona- 
ble shoes are: smoke grey, ‘Cowes’ 
blue and ‘Town’ beige. Nearly all 
shoes are laced. The bar shoe with 


buckles or buttons is almost ex- - 


tinct. ‘Reverse’ calf (with the skin 
used rough-side-out) in ski-front- 
ed models, is a new fashion note; 
also bramble-proof suede for golf. 

“The Spanish, Cuban and Amer- 
ican-Cuban heels are still the 
vogue. The straight slim lines of 
the all-leather Spanish heel is said 
to suit the slender figures of the 
majority of women today. The 
excessively curved Louis XIV heel 
is now out-of-date. 

“Evening shoes are still worn 
to match the colors of gowns and 
are therefore sold in white, or 
white with silver and gold, for 
dyeing. Lines have changed to- 
ward even greater lightness. Eve- 
ning shoes are almost sandals and 
have more windows and perfora- 
tions than last year.” 





E. T. Wright & Co. 
tells the public now’s the time to 
buy good shoes before prices ad- 
vance. Here’s the story: 

“The skilled workers who make 
these shoes are now getting higher 
wages—in line with our Presi- 
dent’s plan. The cost of fine ma- 
terials is rising rapidly. But the 
company making Wright Arch 
Preserver Shoes has so far held 
the prices of these shoes down. 
This cannot continue. Any day 
now our prices must go up. We 
consider it only fair to warn our 
customers in advance. You will 
congratulate yourself later if you 
buy now. You are twice as wise 
if you buy two pairs—or three.” 

Stimulating extra pair sales by 
pointing out the wisdom—and 
economy—of stocking up in ad- 
vance of the inevitable further in- 
crease in retail prices is a sound 
and logical method of sales promo- 
tion on a rising market. When 
prices were falling there was no 
incentive for consumers to buy 
ahead of their immediate needs. 
Now that situation is reversed, 
and retailers can appeal to the self 
interest of their customers by 
showing them the wisdom of con- 


verting money into merchandise. 
x OK Ox 


Raul J. Robertson, 

Chairman of the Board of the 

Tanners Council of America, 
sends out the following: 

“To members of the Leather 


ag 


ANG 
SHOE POLISH 1] 
Notte eee 
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Industry: Terms in so far as they 
relate to Export Trade: 

“Article XIV of the Code is 
very definite that the cash dis- 
count on all domestic sales shall 
not exceed 2 per cent. 

“To clarify the foregoing, in re- 
sponse to many inquiries, it is very 
evident that if a domestic exporter 
purchases leather for subsequent 
shipment to foreign countries the 
seller of the leather to the exporter 
may allow no discount in excess 
of 2 per cent. On sales to foreign 
countries which are subject to di- 
rect payment by the foreign buyer 
Article XIV does not apply. 

“Trade Acceptances: With fur- 
ther respect to Article XIV, dis- 
count shall be for cash payment 
only and that if a buyer desires to 
liquidate his indebtedness by 
means of a trade acceptance he is 
not entitled to the cash discount 
and must pay interest for the life 
of the acceptance at the rate of 6 


per cent per annum.” 
* * * 


Six million 
more slippers and moccasins for 
home wear! Production of this 
sort of footwear totalled 20,500,- 
000 pairs for the first seven 


months of 1933, against 14,500,- 
000 pairs for corresponding period 
of 1932. Slippers to sell for sure 
—they ought to be extra good for 
Christmas gifts. Eight hours more 
per week for wearing slippers, says 
one slipper maker. 
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Shoe Clerk: “I hope | make a hit with your old man, sweetheart.” 
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The new Delman Salon, on the fourth floor at Saks Fifth 
Avenue, is practically a replica of the former Delman 
Madison Avenue shop. Its small spotlighted windows, set 
in an interior wall, its French furniture and pale green 
walls, are all characteristic. Only the oval windows and 
the shoe-makers are missing! Herman Delman, under this 
arrangement, retires from the retail end of his business 
and will devote himself to styling and manufacturing shoes 
for the Saks stores and his other accounts throughout the 
country. 


When one customer, at one 
sitting, bought twenty-seven pairs of shoes the other 
day, Joe Michaels and Herman Delman found cause 
for mutual congratulation! For the scene of that sub- 
stantial purchase was the fourth floor of Saks Fifth 
Avenue, where Mr. Michael is buyer of shoes and 
where the new Saks-Delman salon has recently opened 
its doors. 

It’s a sight to cheer every shoeman’s soul, the ac- 
tivity that goes on these days at Fifth Avenue and 





A New Deal 





on 
Fifth Avenue 


The Public Responds to High Style, Sold Stylefully 


Forty-ninth Street. The busy-ness of this department 
means definitely that quality ideas are on the up-grade. 
These first Fall days mark a resumption of a kind of 
business that Saks Fifth Avenue and stores of similar 
character throughout the country used to enjoy before 
the depression. It is not unusual, now, to again have 
customers order ten, fifteen or more pairs of shoes on 
the floor at one time. Women are buying fine foot- 
wear again, not simply shopping for price. This 
joining forces of these two outstanding organizations 
comes at a significant moment, with the turning of 
the tide toward better things at better prices. 

By pooling their resources in this new venture, 
Saks and Delman are both offering their customers a 
“new deal.” For Saks shoes mean one thing, Delman 
another, and the two together should be a shoe-style 
combination ! 

Symbolizing this new partnership is the stamping 
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which now appears on all Saks-Delman 
shoes. The right shoe is marked “Saks 
Fifth Avenue,” the left foot is marked 
“Delman.” And in this way each or- 
ganization puts its best foot forward 
with every other step! 


The Mirror Shoe, a sandal with tiny plaques, is one 

of the conspicuous Delman successes. It took a 

keen fashion sense to so cleverly apply to shoes this 

idea that originated in clothes. Mirror trimmings 

are now widely used on dresses, bags and hats. 

Women immediately responded when they saw 
mirrors in slippers. 


Shown at the right are two tailored shoes in one 
of the new grained leathers. The use of unusual 
materials is characteristic of all shoes shown in 
this new salon. Another new style thought that will 
soon be introduced is the Chinese influence, to be 
subtly carried out in the shapes of toes and heels, 
lacquered leathers or trimming details. 
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Industry Writes a Fashion Code 


Spring and Summer Shoe Styles Forecast at 
Conference as Tanners Show New Leathers 


I, the light of real 
economic recovery and in the shadow of the codes, 
the Joint Styles Conference and Business Meeting 
of the National Shoe Retailers Association and the 
Tanners’ Council of America, was held at the Hotel 
Astor, New York, on Oct. 2 and 3. It was a safe, 
sound, conservative show and indicated an improve- 
ment of spirit within the industry over that of the 
previous meeting last May. It was not particularly 
brilliant for the temper of the times is to discount 
ballyhoo, to minimize freaks and fads; and rather 
to anticipate and plan a sound platform of styles 
for the advance seasons. 

To truthfully picture next spring and summer, in 
high fashion, is difficult at this time; but basic, 
average stocks can be planned better on the reports 
Committees, published on pages 18, 19, 20 and 21 
of the Women’s, Men’s, Children’s and Volume 
of this issue. 

Industry returns to straight tanning, straight manu- 
facturing and straight retailing. Adventure in style 
will be left to dates closer to the actual selling season. 
A strong undertone of substantial confidence in the 
long pull of business was noted. The immediate 
situation, as it pertains to strikes, immediate orders 
and credits, continues troublesome but not seriously so. 
But this is a conference “on future” and as such was 
a progressive step towards better managed business 
throughout the industry. 

The work sessions of the Joint Styles Conference 
occupied a full day’s time on Monday. The special- 
ized meeting of men and women conferees, interested 
in women’s style, was larger in point of numbers and 
interest than ever before. In fact, the meeting had 









to move to a larger room to give Gordon McNeil an 
opportunity to make it a true laboratory of fashion, 
interpreting the feminine mode for next Spring and 
Summer. The men’s session on Monday and the 
juvenile session on Monday also indicated that the 
work of preparing the codes is now becoming even 
more important than the major trade meeting on the 
second day. In fact, the work was so well done in 
the specialized meetings that the final review feature 
of Tuesday afternoon was “called on account of the 
World Series Baseball Game.” 

The open meeting of the Joint Styles Conference 
on Tuesday, under the direction of Gordon McNeil, 
General Chairman of the N.S.R.A. Styles Conference 
Committees, opened late and was a trifle crowded for 
program, although the room was not overcrowded, as 
in former years. 

A. H. Geuting, president of the National Shoe Re- 
tailers Association, sounded the keynote—‘“The old 
pioneer robust individualism is passing out and robust 
collectivity is taking its place in the affairs of our 
nation.” 

Louis J. Robertson, Chairman of the Board of the 
Tanners’ Council of America, said: “After all, if the 
NRA is successful, and it will be, we are going to 
have higher prices. If we are to have higher prices, 
it is only good sense to protect yourself at the prices 
you can pay. We have got to support the NRA act 
and work with it. We should make it possible to get 
more people to work and increase purchasing power. 

“The ultimate results of the New Deal will be to 
create a greater purchasing power. This is surely 
coming and when it does appear, I think you will find 
that the average woman will evidence a very definite 


Craftsmanship the 
Keynote of the 
Conference. 

















ti obese aN nas ae 





“20 ba ns Neat Ss te iran 2 


Sila ta tt ss 











Porters ek 














Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 7, 1933 


desire to clothe herself (that applies to shoes as weil 
as every other part of her outfit) in such a manner 
that there may be no possible mistake on the part of 
her friends that they are quite the latest thing and not 
from last year or the year before. You are going 
to see a spending orgy. I think that every psychol- 
ogist will agree that when that situation comes people 
will want to stand out and have the rest of the world 
know that they have new clothes, new shoes, etc. 


dd 

| have no definite message 
to give you but the only real thought I want to leave 
behind is to promise to Mr. McNeil and Mr. Geuting, 
the cooperation that the tanners have always extended 
to their affiliated associations and to express the hope 
that by these contacts we can make a little better bed 
for ourselves than we have slept in for a few years.” 

O. E. Schoeffler, editor of “Men’s Wear” Maga- 
zine, described ensembles, using illuminating illustra- 
tions and detailed Spring sportswear, the business 
suit, Summer clothing and Summer formal wear and 
its relation to men’s shoe styles. 

Miss Helen Cornelius of Harper’s Bazaar gave a 
prophecy of fashion, worthy of more extensive space 
in a future issue. 

Miss Rhea Nichols, stylist for the Ailied Kid Com- 
panies, made a presentation of the new colors and 
materials in women’s shoe styles for Spring and her 
story, with illustrations, will appear in next week's 
issue. 

Dr. Virgil Jordan, president of the National Indus- 
trial Conference Board, Inc., said: “The upswing of 
the business cycle has been evidenced in almost every 
country of the world since the dead low of 1932. The 
outlook for further business improvement is excellent. 
We are definitely on the road to not only business re- 
covery but to an abundant prosperity within eighteen 
months.” 

Frank R. Wilson, Chief, Organization Board, Pub- 
lic Relations Division, NRA, said that the full force 
of government help would be given to a “Buy Now” 








17 


movement and the actual job of stimulating trade will 
be done through a great national merchandising move- 
ment. The complete plan for the campaign will be 
explained in next week’s issue, together with the 
cooperative newspaper features in which every mer- 
chant in every community can join. 

At the luncheon, Everit B. Terhune, publisher of the 
Boot AND SHOE Recorper, Major Charles T. Cahill 
of the United Shoe Machinery Corporation and Ruth 
Kerr, stylist, spoke. 

The official leather opening for Spring, 1934, under 
the auspices of the Tanners’ Council of America, at- 
tracted manufacturers in numbers comparable to that 
of past exhibits. 

The new interpretations of unique finishes, and 
textures caught quickly the imaginations of manu- 
facturers, keen to recognize footwear possibilities 
with fresh promotional appeal. That word, new, 
seemed to be the magnet that held manufacturers in 
booths, handling leathers for their mellowness or 
pattern possibilities. 

One of the largest manufacturers in the United 
States who intensely studies all leathers, remarked 
that it was the opportunity for observing trends and 
the development of the new uses for leathers inter- 
preted into shoes that gave the exhibit its real worth. 

Tanners offered enough variety in leather novelty 
selections to arouse sufficient interest to produce the 
usual number of sample requests. The solidarity of 
the tanners group display is best exemplified by the 
exhibitors who numbered 47, each occupying a gen- 
erous size booth in which their very newest leathers 
were attractively and practically displayed. More and 
more are tanners interpreting their leathers into pull- 
overs and in some instances completed shoes. Show- 
ing the leather in actual use through completed shoes 
‘-amatizes the show in a manner that is eye-filling, 
leaving the ear-filling part of the contact devoted to 
prices, textures, and quality. 

The price condition of the leather market was not 
of paramount importance in the exhibit. These were 
[TURN TO PAGE 36, PLEASE] 
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Shoe Styles for Spring and Summer 


1934 Fashion Forecast as Adopted at the Joint 
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Styles Conference, Hotel Astor, New York 


Women’s Styles 


The Spring season of 1934 is a direct challenge to Ameri- 
can retailing to educate the consumer on QUALITY MER- 
CHANDISE. Only from this angle can the truthful story 
be told in advertising and store promotion of the superiority 
of American production under the N.R.A. 

The shoe retailer has a golden opportunity to tell the story 
of American shoemaking, to tell WHY American shoes are 
the best in the world in fashion, in construction, in value, in 
QUALITY AT THE PRICE. 

There is dramatic sales appeal in every detail of shoe- 
making. Men and women respond to real “reason why” ad- 
vertising today because they have lost faith in circus ballyhoo. 
And the fundamental shoe story is so closely identified with 
the welfare of mankind that the shoe retailer can entrench 
himself in his community by telling the how and why of his 
merchandise. 

Fashion is not everything in shoes. Fashion is one of the 
modern fundamentals in shoemaking, but this committee wishes 
to advance a complete rounded view of fashion in footwear 
as it relates to quality. The various factors contributing to 
quality entrench style merchandise and give the only safe basis 
for changing fashions. 


Costume Trends That Influence Women’s Footwear 


There are actually two streams of great fashion importance 
which show the advance movement for Spring 1934. One is 
the trend to elegance, the other is the interest in clothes for 
leisure. 

The two are related, but take different directions. The mode 
of elegance is allied with the promotion of beauty, the revival 
of glamorous types of fabrics, the interest in costume periods 
that accentuate beauty and glamour. True elegance is not the 
stressing of exaggerated curves, the revival of actual period 
details unsuited to the modern tempo of life. The elegance of 
1933-34 is emerging as a simplification instead of an elabora- 
tion, with beautiful materials, beautiful colors, beautiful de- 
sign to make femininity paramount. 

The mode of leisure fashions includes sports clothes, but is 
not confined to them. It covers types of apparel for town and 
country, for active sports and onlooker wear, and it is so 
broad in scope that it might be called the mode of RECREA- 
TION. It is recognized as so important by French and 
American designers that they are creating more and more of 
those types of clothes which can be worn all day, from early 
morning to sunset. 

How these two major influences will influence shoes for 
Spring and Summer, 1934, is outlined in the following 
report. 


LASTS: 

American last design is preeminent in its scientific approach 
to the problems of correct fit and beauty of line. Since the 
actual silhouette is so prominent in today’s fashion, the last 
over which the shoe is made, the mold which controls the 
silhouette appearance of the foot, is an important item in shoe 
fashion promotion and advertising. 

The rounder toe is influencing all types of popular lasts in 
this country, since this feature has been accepted as a means 
of gaining the shorter appearance without sacrifice of true 
measurements in the shoe. 

Occasion type shoes, the divergent uses of shoes, make 
many types ofelasts essential. Retailers can guide their 


purchases with last detailings on these factors: 

a. ihe Samad for different lasts for differing types of 
eet. 

2. Requirements of lasts for occasion type shoes. 

Fashion alone is never the dominant influence on lasts. 


Accepted Last Types for Spring 


There are no radical changes to be expected in lasts. 
The following classifications are used: 


Modified medium narrow toes for volume use. 

Conservative and semi-orthopedic types with 
rounded toe influence. 

Round toes for ultra fashion. 

Special sports lasts on scientific measurements. 

New lower heel lasts taken from men’s custom types 
for special promotion in fad sports. 


High Fashion Last Influences 


Square Chinese toe for tailored and spectator types. 
Custom walking shoe lasts with wide ball and narrower 
toe. 
HEBLS: 

Heels are so varied in height and shape, and the demands 
for the correct heel for types of lasts, for occasions, for par- 
ticular patterns, are becoming so specific that the detailing of 
the heel is more than ever important as a selling feature of 
the finished shoe. 

In high-fashion American shoes as in volume types, 
there is still pronounced interest in very high heels. 
Several leading manufacturers, whose creations influ- 
ence trends, are at this time experimenting with ex- 
tremely /ow heels, adjusted in such a way as to give 
the most flattering effect possible. The shape of the 
heel is fully as important as the height, however, and 
the general trend is to promote different shapes in vari- 
ous heights. 
At this time it is too early to forecast the probable 
influence of those fashionable women here and abroad, 
whose whims make or mar a new style, who are adopt- 
ing lower heels even for evening wear. They are having 
their shoes made to order with lower heels because they 
have found that diet, exercise and correct foundation 
garments are insufficient to give them the posture neces- 
sary to the new mode. Important dress designers have 
gone so far as to feature their mannequins in lower 
heel Grecian-like footwear, so that they will walk 
smoothly, to enhance the subtle lines of new dresses, a 
feat impossible on high stilt heels. Fashion authorities 
explain that high heels are no longer needed since the 
mode has taken to high hats, which serve the same 
purpose today as the high heel did when the long 
molded effect was first introduced. 
The influences of elegance, and recreation types of 
clothes make all of these heels important in their right- 
ful place: 
Continental and Louis Continental—full breasted, 18/8 
volume, 20/8 to 22/8. 
Spanish-Cuban for walking shoes, 14/8 to 18/8. 
Straight Cuban for semi-sports and walking, 1334 to 
17%. 
Built-up leather heels, growing in volume, 12/8 to 20/8. 
Spanish Louis, gaining volume, 1514/8 to 21/8. 
The “Boyish”—for sports shoes, 7/8 to 13/8 (wider 
bottom). 


PATTERNS: 


The general trend in shoe design is the accentuating of 
glove-like, sleek lines as reflecting the mode of elegance. But 
the actual pattern shells are taken from classic types asso- 
ciated with the more casual, semisports styles. Thus the ox- 
ford acts. as the dominant pattern silhouette, influencing al! 
other patterns. The higher cut, the careful working of ma- 
terials, the effort to cover the whole foot or give such support 
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as to avoid a runover ungroomed look, all contribute to true 
elegance in footwear. And the many surface texture leathers 
now in fashion lend a new casual look to these patterns. 


There is a tendency to vary prevailing closed-up types 
by means of open throats and construction cut-outs that 
do not detract from the silhouette outline. 


. . . . * . 
Pattern variations in combinations such as contrasting 
saddle, panel, tips, foxings, vamps and quarters, also 
asymmetric effects, continue. 


The classic tip and foxing models are confined to spec- 
tator and sports models. 


SUMMARY: 


Oxfords and Ties: 
Three and four-eyelet shell are most important. 
Modified low-riding Theo ties and one and two-eyelet 
ties. 
Moccasin and moccasin effects in street and sports 
types. 
Button and side fastening oxfords. 
Four to seven-eyelet oxfords with ribbon lacings and 
sandalized oxfords. 


Ghillies with and without tongues. 
Classic monk and monk effects. 
Kiltie tongue types. 
Pumps: 
High-built trimmed pumps. 
Tongue pumps with one or more buckles. 
Step-ins with and without gore. 
Classic plain pumps for staple use. 
Monk effects with low-riding button or buckle fastening. 


Sandals and Straps: 
New versions of broad T-straps. 
Three-buckle and four-buckle straps with and without 
tongue. 
Broad one-straps, sabot and quarter strap types. 
Open-shank sandals and T-straps, more formal types. 
TREATMENTS: 

Detailings in the new shoes show costume influence in the 
use of “dressmaker details” scaled down to the proper pro- 
portion to flatter the foot. In some cases there is studied 
exaggeration of a trimming theme such as perforations or 
stitchings, but acceptable shoe fashions in prevailing trends 
do not carry elaborate decorations that confuse the general 
pattern outline. Shoe design should follow more specifically 
costume detail. . 

Ventilated effects are of tremendous importance again for 
Spring, and all types of perforations are in fashion. 

Important treatments for Spring shoes: 

Perforations: In pattern effects, or in small areas on 
saddles, panels. 

Pinkings and Cordings: Used largely on tailored, swag- 
ger and sports types. 

Cut-outs: Constructed and die pattern, to give lightness. 
Strippings: plain and pinked or perforated. 

Shirrings: Inset in small areas. 

Underlays, plain, stitched or perforated. 

Stitchings, usually in contrasting color. 

Lacings and woven effects in leather; laced moccasin 
tip effects. 

Fastenings in novelty buckle, slide, button types. 
Ornaments, buckles, slides, buttons, leather-covered nov- 
elties. 

Oxford and Tie laces, ribbons in cire, moire, grosgrain ; 
cords or thongs; regulation lacings with novelty tips or 
leather tassels. 


COLORS: 


For the first time in many Spring seasons, there is oppor- 
tunity to promote typical Spring shades that differ radically 
from Fall and Winter fashions and at the same time advance 
the medium dark and medium neutrals which were first in- 
oo with success last Spring to accent very light costume 
shades. 

It is a volume fashion trend in America to match gray and 
navy blue costumes with matching accessories. 








The high-fashion trend is the use ot darker neutrals or 
dark contrast accessories with the light string beige, gray, 
taupe and pastel costume colors. 

Combinations of light and dark leathers in broken areas 

represent a compromise, for volume shoe promotion for 
early Spring, prior to the white season. This season the 
all-black shoe is augmented by models in black, with large 
areas of lighter color. Darker shades and black in all- 
over types, with ventilations, are salable right through the 
Spring and Summer season. 
The interest in bright accent colors for white, gray, 
beige, and printed silks, with bright colors on these 
neutral grounds suggests a new use for the brilliant 
animated leather colors from the Spring, 1932, color 
card. These colors, including Hi-li Red, Biscay 
Blue, Cabana Green, Tropic Yellow, Orange Glow 
and Sun Rust, are recommended for all-over san- 
dals in swagger types with medium heels. They are 
not as saleable in combination with white. 


Specific Colors and Their Uses 
These colors are not named in the order of their importance. 


For Early Spring: 

All-over shoes in Paris Gray, Flint Gray, Biscay Brown, 
Spring Taupe, Bourbon, Marine Blue, Black, Indies 
Brown. 

Sports all-over colors—Bourbon, Biscay Brown, Paris 
Gray, Flint Gray, Marine Blue, Sea Sand, Hemp 
Cord (this latter is string shade from men’s card) 
—*note that all-over beige is more important in 
sports types. 


COMBINATIONS: 


Black with Paris Gray, Flint Gray, Sea Sand, Fawn 
Brown, Spring Taupe, White. 
Marine Blue with Paris Gray, Sea Sand, Spring Taupe, 
White. 
sang 4 Indies Brown with Sea Sand, Spring Taupe, 
ite. 
Bourbon with Sea Sand, Fawn Brown. 


For Late Spring and Summer: 
All-over white, one material or two white texture con- 
trasts. 

All-over Paris Gray, Sea Sand, Marine Blue, 
Brown, Spring Taupe, Indies Brown. 
White with Bourbon, Marine Blue, Biscay Brown, Black, 

Flint Gray. 
All-over animated colors as listed. 
Some repetition for the later season of light and 
dark color combinations listed for early season, in 
ventilated types. 


MATERIALS: 


Apparel fashion lays so much stress on variety in tex- 
ture surfaces of dress fabrics, and there are so many new 
ways of combining two materials and two colors in a 
costume, that there is more reason than ever for inter- 
esting texture contrasts in shoe fashion. 

The more rugged novelty finish leathers are used all- 
over for shoes of a casual or sports type. There are 
several important new versions of these novelty leathers 
in finer grainings and lighter colors for Spring. Smooth 
leathers are still volume for all-over shoes, but their 
alliance with a shiny, an ooze finish or a pattern-surface 
leather increases. 

With greater interest in novelties caution is urged in 
detailing them to advantage, and particular care should 
be taken in the use of untested materials of any kind 
that might prove impractical in shoemaking. 

Colored lining stock is of special interest in prevailing 
shoe fashions, since so many shoes are made with leather 
linings throughout. The high-fashion trend is toward 
medium neutral fawn and taupe shades that contrast with 
upper, in place of very light shades. White shoes are 
also made with these darker linings. 


siscay 


Specific Shoe Materials for Spring 
All-over kid, light-weight calf, patent, novelty and 
rugged surface leathers, usually in ventilated effects. 


Combinations of these leathers also with various 
fabrics in pattern types. 





Swagger and Sports combinations of contrasting 
textures, matching or contrasting colors, supplant- 
ing color contrasts of one leather. 
Service calf, buck and buffed leathers for sports 
types, suedes in small areas and light Spring colors 
only, in combinations for Early Spring. 
Boarded calf, crushed calf, service calf, novelty grain 
calf for sports types; also elk finishes for golf and 
active sports. 
Patent, kid, light-weight calf, novelty grain leath- 
ers in bright animated colors for all-over shoes. 
All-white leathers, including suede, buck, kid, calf, 
elk finishes, novelty grain calf, reversed calf, rep- 
tiles, patent, for combinations with each other, and 
with white fabrics, and all-over, or with Bourhon, 
Black, Flint Gray, Marine Blue, Indies Brown. 

Sports leathers in Sea Sand, Hemp Cord and 
other light beige shades, also Flint Gray and Paris 
Gray, have now importance for the Spring season. 





Women’s Volume Committee 


For Spring and Summer 1934 


Tailored Town Types for General Use Including 
Corrective Shoes 


For Early Spring 
PATTERNS: 
1. Oxfords and tie effects. 
2. Pumps and step-ins. 
3. One to three-strap tongue pumps will be in favor. 
4. Broad straps. 
Note: The more open or sandalized oxford is in the style 
picture. Perforations and punchings will be important. 


LASTS: 
Present types, with a growing tendency toward rounder toes, 
except in corrective types. 
Note: The following important treatments for Spring shoes 
must be taken into consideration: 
Perforations; pinkings and cordings; cut-outs; strip- 
pings ; underlays; stitchings ; lacings ; fastenings ; oxford 
and tie laces. 
HEELS: 
10/8 to 18/8. 


MATERIALS: 


1. Kid and calf. 
2. Reptiles alone and in combination. 
3. Patent feather. 


COLORS: 


1. Black. 

2. Brown to Beige, including all colors of beige and 
brown. 

3. Marine Blue. 
Gray. 


Late Spring 
PATTERNS: 
Same as for Early Spring; sandals will gain in popu- 
larity. 
HEELS: 
10/8 to 18/8. 


MATERIALS: 

1. Kid and lightweight calf. 

2. Novelty grays and reptiles. 

3. Fabrics alone and in combination with leathers. 
COLORS: 


1. White. 
Note: In corrective types of shoes, black, brown, and blue 
will retain their importance. 
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Active Sports January to June 


PATTERNS: 


1. Oxfords. 
a. Moccasins and moccasin effects. 
b. Brogue and saddle effects. 

2. Kiltie ties, with straps predominating. 


LASTS: 
Present types. 


HEELS: 
8/8 to 12/8. 

MATERIALS: 
1. Elk-finished leathers and calf. 
2. Embossed leathers. 
3. Buck and reversed leathers. 
4. All-over buck. 
5. All-over boarded and grain calf and elk in combina- 

tion. 
Note: Perforated and ventilated effects will be important. 


COLORS: 


1. Brown and beige. 
2. All white, and white in combinations. 


Spectator Sports Wear For Early Spring 


PATTERNS: 


1. Oxfords. 
2. Trimmed pumps and step-ins. 
3. Straps and sandals. 


LASTS: 

Present types. 
HEELS: 

12/8 to 18/8. 

Note: Cuban or Continental heels are correct for this type of 
shoe, and leather Cuban heels will continue in popularity. 
MATERIALS: 

1. Calf and kid. 
2. Novelty grains, alone or in combination. 
COLORS: 


1. Browns. 

2. Black. 

3. Marine Blue. 
4. Gray. 


Late Spring (After Easter) and Early Summer 


PATTERNS: 
Same as for Early Spring. 
Note: Tip and foxing shoes are still popular. Full leather- 
lined shoes punched, giving an unlined effect, are important. 
LASTS: 


Same as for Early Spring. 


HEELS: 
Same as for Early Spring. 


MATERIALS: 


1. Kid and calf. 

2. Novelty grains with surface interest. 
3. Buck and reversed leathers. 

4. Fabric. 


COLORS: 


1. White, alone and in combination. 
2. Beige, in some sections. 


Afternoon Wear for Early Spring 


PATTERNS: 


1. Pumps, trimmed and plain, and step-ins. 
2. Dainty oxfords. 
3. Sandal effects. 
4. Light strap effects. 
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LASTS: 
Present types. 


HEELS: 
14/8 to 21/8. 


MATERIALS: 


1. Kid and lightweight calf, alone and in combination. 


2. Novelty grains. 
3. Patent leather. 


COLORS: 


1. Black. 

2. Brown. 

3. Gray. 

4. Marine Blue. 


Afternoon Types for Late Spring and 


Early Summer 
PATTERNS: 
Same as for Early Spring. 


MATERIALS: 
1. Kid and lightweight calf. 
2. Fabrics. 

COLORS: 
1. White. 


2. Beige in some sections. 


Evening Wear 
PATTERNS: 


1. Sandal effects (straps, pumps, ties). 
2. Pumps, plain and trimmed. 


LASTS: 
Present types. 


HEELS: 
15/8 and up. 


MATERIALS: 
Dyable fabrics. 





Men's Styles 


GrorGE GEUTING, Chairman 
Jesse ApLer, Vice-Chairman 


Brown shoes for men. All-white shoes for men. Refined sport 
shoes for men. New prices call for new styles. 


Your committee believes that the coming 1934 Spring sea- 
son offers the greatest possibilities for increasing the sale of 
men’s shoes that we have had for a number of years. First, 
because of the rapidly increasing demand for brown shoes. 
Second, because of the greater variety of styles or types that 
will find a ready market. Third, because of the growth of 
style-consciousness on the part of the general public—which 
is coming more and more to appreciate the relationship be- 
tween shoes and other apparel for men. The sale of brown 
shoes will increase. The sale of sport shoes will increase. 
The sale of summer-weight shoes will increase. There will 
be an increase in the sale of other typically summer shoes. 
There is a real opportunity to promote sales through the 
presentation of brand new styles that will be in keeping with 
the upward trend of price levels. 

This was the gist of a well-attended meeting of the Men’s 
Style Committee at which there were many definite, valuable 
suggestions from an unusual number of representative shoe 
retailers—supplemented by the views of leading shoe manu- 
facturers, tanners and their stylists, last men, pattern manu- 
facturers and traveling men. Also taking part in the discus- 
sion were prominent style representatives of the clothing and 
haberdashery industries and shoe trade journals. 

1. First in importance we see a definite increase in the sale 
of brown shoes. Leather colors were discussed exhaustively 
because colors have to be considered in harmony with the 
texture of men’s clothing. Reports from tanners show they 
are selling three times as much brown leather for men’s shoes 
as they did a year ago. We feel that it is very important to 
advise retailers of this fact. One of the principal reasons for 
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this development is that the new browns are tanned to har- 
monize exactly with men’s fabrics that will be good sellers for 
the coming Spring. 

2. We feel and advise that the sale of white shoes will be 
as large, if not larger, than last year; and that the all-white 
shoe will be first in importance. 

3. The summer-weight shoe will be more important during 
the coming seasof than it was last year. This type, in all its 
phases, flexible, ventilated, etc., will gain in popularity. We 
earnestly suggest that retailers merchandise these shoes to the 
limit to keep pace with the public acceptance of seasonable 
footwear. Summer-weight shoes, as urged by this committee 
a year ago, have been a distinct success. The sale has been 
greater than was anticipated and will continue with increas- 
ing importance during the coming Summer, in addition to 
regular sport types. 

4. Your committee has noted a wide acceptance of narrower- 
toed shoes and is confident that the coming season will witness 
an even greater trend in this direction. This is a general 
tendency in all types of style shoes. 

5. There was interesting discussion on prices and the effect 
that prices will have upon style. Due to market conditions, 
prices have risen and the meeting emphasized the importance 
of re-styling or re-detailing shoes, thus presenting a new pic- 
ture that will have the effect of lessening price resistance on 
the part of the consumer. Some prominent retailers have al- 
ready tried this with excellent results. Shoes that have been 
selling and that you will continue to stock, which will have 
to be sold at higher prices, should be re-styled whenever 
possible. 

6. As usual, we have had the splendid cooperation of the 
trade papers, clothing associations and haberdashery associa- 
tions, and their complete presentation is itemized below. We 
have suggested shoes to complement what they say will sell 
for Spring and Summer, 1934. We must realize that men 
buy shoes to complement clothes that they have already pur- 
chased and therefore it is important for us to know what they 
are going to buy in clothes. We give you the following analy- 
sis in four distinct groups. 

1. The Business Suit 
2. Spring Sportswear 
3. Summer Clothing 
4. Summer Formal Wear 


THE BUSINESS SUIT: 


Fabrics : Unfinished or hard-finished worsteds, flannels 
or saxonies, in grays, grayish-blue, brown, blue or lovat. 


Single-breasted jacket \ ‘s 
Double-breasted jacket Both slightly shaped 


CoMPLEMENTARY SHOES 


Pointed toe, custom last, wing tip. 
Squarish toe, straight tip. 
Straight tip with medallion on toe cap. 


SPRING SPORTSWEAR: 


Fabrics: Tweeds. Shetlands or Cheviots. 
Complete suits. 


Mixed suits: Rough fabric jacket and separate tweed 
or flannel trousers. 


Chief Characteristics: Rough, rugged and careless effect. 


COMPLEMENTARY SHOES 


Leathers: Plain brown calf, grained leather, buckskin, 
a" calf, or cordovan. ‘(Latter for university man 
only 


Wing tip. 
Plain tip. 
Straight tip bluchery. 
Scotch wing tip. 
Note: Wing tips in brogues and quarter brogues are most 
important. 


SUMMER CLOTHING: 
Wash Clothing : Particularly white in Palm Beach, linen, 
seersucker and other cottons. 
Non-washable Suits: Tropical worsteds, gabardine and 
mixtures. 
Mixed Suits: Odd jacket in washable fabric, flannel, 
shetland or gabardine, and flannel or washable trousers. 


[CONTINUED ON PAGE 39} 
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Build a New House of Industry 


F is the intention of the 
National Recovery Act to bring together men of sim- 
ilar business interests so that in general, orderly rela- 
tionships may be effected ; and all elements—including 
the public—be benefited thereby. If we can substi- 
tute order for confusion, we are indeed stepping 
along the path of progress. The codes have been 
written horizontally but we will soon find out that 
individually, as businesses, we have much in common 
vertically. We can best explain it this way: 

Prior to the depression, all shoe men, from the hide 
man through to the shoe fitter, were living in one 
house. They made up, what might be termed, the 
family of industry. In this one-family house, there 
was a large entrance and “Welcome to the Public” 
was printed largely on the front mat. When the pub- 
lic wanted something new, the merchant himself 
might go to the tanner with the suggestion as to a 
finish of leather or color and the next natural partner 
in the transaction was the shoe manufacturer, with 
his lasts, patterns and assembling system. The re- 
sulting shoes were shown to the public with pride and 
received an acceptance because of the talking points 
in the shoe and its values. In this house were many 
businesses—all in friendly relationship one with 
another. The important thing was the customer at 
the front door. He or she was to be served and upon 
that service all benefited. 

That was virtually a friendly vertical system of 
shoemaking and distribution. It was the ideal, when 
a profit was possible to everyone in the house. But 
during the depression, the friendships within the 
house were torn asunder. Individual selfishnesses de- 
veloped. A regular bedlam followed, in the battle 
for the public’s dollar. 

Then along came the idea for the codes and with 
it has come a change in the House of Industry. 
Industry has set itself up a house of apartments— 
each floor separate and distinct under the code. The 
service of supplies had the top floors. The tanner 





had the next. The shoe manufacturer the next; and 
the shoe retailer had the street floor—with the char- 
acteristic apartment house entrance, small and narrow, 
with “Come In” on the mat. Each of the codes sets 
up rules for industry on each floor. It is impossible, 
under the code, to have any rules and regulations 
interfering above and below—or, for that matter, even 
benefiting above and below the industry so codified. 

If you have ever lived in an apartment house, you 
know how it is. You learn to hate the people above 
you. Everything they do is wrong. If you only 
knew them, you might learn to love them; but you 
don’t have an opportunity to know them. The same 
holds true on every level in this new house set up 
by the NRA. 

Beware of a situation where the separate selfish- 
nesses develop an increased resistance between floors 
and an increased burden of expense on the goods which 
come down from the top floor, through the various 
levels of industry, to the retailer on the street floor. 
Beware of a public which fears to enter a store 
because of expectation of a cost burden on the final 
product, greater than the customer can bear. The 
customer is today a trifle timid about going into 
stores because of the price rises almost arbitrarily set 
by the levels of industry above. 


aici now is the time 

for an infiltration of good will between the various 
industries in this apartment house. It is time for 
them to get neighborly because they all live or die 
over the fitting stool. Maybe the first step for bring- 
ing about this intercommunication of economic 
thought and industrial good will is to have individ- 
uals, if not associations, work vertically for the bet- 
terment of shoes and service. Now that the codes 
are the law of the levels, there is nothing in the world 
to prevent the great law of friendship from harmon- 
[TURN TO PAGE 36, PLEASE] 
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ARLIE 


Black Satin Kid, $4.10 
Stocked in C Width 


IRIS 
Plain and Corded Satin, $4.10 


BRICE 


Black Satin Kid with Black Suede, $4.20 
Brown Kid with Brown Suede, $4.20 


When writing advertisers please mention Boot and Shoe Recorder 








designates as Spectator Suede shoes. 
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A brilliant autumn display of shoes and accessories by Lord & Taylor, Fifth Avenue, New York, featuring a group of styles which this store 
The combination of shoes with millinery suggests the correct fashion harmony for various types of 


costumes, while the furs and other accessories complete the ensemble. Ingenious use of colored ostrich plumes in the background gives an 
unusually striking effect to the display. 


Stress “Buy Now’ Appeal in 


Shoe Windows 


The success of the recovery 
program, it is commonly agreed, will depend upon the 
response of the consumer, and the initial test of con- 
sumer reaction is expected in the next few weeks. 
Thus far the signs have been encouraging. Reports 
from all sections indicate substantial increases in re- 
tail buying. But merchants and the Recovery Ad- 
ministration are agreed that intensive effort will be 
required to hold the gains and increase them. It will 
be a big job in publicity, advertising and promotion. 
Many consumers have been following the policy of 
retailers and stocking up on future needs in anticipa- 
tion of higher prices. From now on they will be 
inclined to relax their buying and new customers must 
be brought into stores to take their places. 

To meet this situation, a nation-wide “Buy Now” 
campaign, embracing all sorts of publicity and pro- 
motion, is to be launched around the first of October. 
Retailers will combine their individual efforts with the 
general publicity campaign. Newspapers and radio 








But Build Every Display Around 
a Selling Idea That Will Ap- 


peal to the Customer's Interest 


stations will back it up and a tremendous effort will 
be made to keep consumer buying at a point that will 
enable stores to make a good profit showing, keep: 
factory wheels turning and increase employment 


* despite the added costs entailed through their compli- 


ance with NRA. 

Judging from past experience, we are not unduly 
optimistic over the results of “Buy Now” appeals 
based on patriotism or altruism. Regardless of how 
patriotic or altruistic their inclinations, people do not, 
as a rule, express their emotions by spending money 
for things they can easily do without, and especially 
when their resources are impaired to the extent that 
they are today. Doubtless a campaign of this scope: 
can provide the background and supply the impetus. 
for merchants everywhere to launch promotions of 
their own which, if well planned to appeal to the 
consumer’s interest, can contribute enormously to the 
building of an increased volume of sales at retail. 
But the merchant’s part, as we see it, is the vital 
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Marking a distinct departure from more conservative methods, the Hanan Store in San Francisco has within the last few months changed its 


style of window trimming to a definitely more modern tempo. Located at 157 Geary Street, just off Grant Avenue, the store is in the heart 
of San Francisco’s best retail district. Harry A. Gibson, manager of the store, believes that these windows have been decidedly productive. 


The new window styling is illustrated in the above photograph which shows the trim when World’s Fair travel was at its height. 


Large 


modernistic panels in the background of each window suggested the architectural design and color scheme of the exposition. These panels 
gave a central focus to each window and were supplemented by a series of “readers” which suggested the comfort and suitability of Hanan 
footwear for World Fair use. The floors were covered in a vivid and rich green felt which supplied a contrasting background for the shoes. 


element in the program. The individual store must 
talk to its own customers, through advertising, in 
language which appeals directly to their own self 
interest, and show them why it is to their advantage 
as consumers to increase their buying now. 

This does not mean that “Buy Now” window dis- 
plays must be price windows or that price should be 
too much emphasized in advertising or promotions. 
People buy merchandise from other motives than 
price. They buy shoes because new shoes are an item 
of basic importance in achieving a well dressed ap- 
pearance, and hence the style appeal is one of the 
most effective that can be used in a footwear promo- 
tion. Good style windows can contribute greatly to 
the success of your October “Buy Now” campaign. 

Many people buy shoes with service and comfort 
as their prime objectives. You can appeal to these 
people by really effective windows stressing the service 
points, the fitting and comfort of your shoes. If you 
operate an orthopedic shoe store or department, put in 
a good display explaining the selling points of your 





shoes and showing what they can do for customers 
who require foot correction. A slogan along this 
line: “For your Country’s Sake and your Health’s 
Sake, Buy Now,” could be used most appropriately in 
the window background and tied in with the Blue 
Eagle insignia to make an effective trim. 

If yours is frankly a price store, basing its appeal 
to the public on economy, low prices or good values 
at a moderate expenditure, then your “Buy Now” 
appeal may very well be based upon price, stressing 
the fact that today’s values in shoes offer a real in- 
ducement to the customer to provide for his or her 
needs at once. In fact that angle can be emphasized 
throughout the “Buy Now” publicity drive. It ap- 
peals to the self interest of the customer and is based 
upon truth which everyone now realizes, in view of 
the rising market on all sorts of merchandise. 

Whatever the character of your store, build your 
promotion and your window displays for the period 
of the “Buy Now” campaign along those lines, using 
[TURN TO PAGE 40, PLEASE] 
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SELLING SHOES 


---AND HOW 
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@ Week after week punchful Goodyear advertising in The 
Saturday Evening Post, Coilier’s and Liberty continues to hammer 
home the fact that no sole ever built can outwear Goodyear 


Wingfoot Soles. 


Week after week it is being impressed upon 30 million people 
that the shortest road to shoe economy is the road to the dealer 
who handles shoes with these thrifty soles — because a long- 
wearing sole means a longer-wearing shoe. 


Isn’t it wise to be that dealer in your community? Isn’t it just good 
business to have common-sense advertising like this working for 
you, week after week — advertising that’s big and powerful and 
frequent enough to do a real selling job? 





A lot of successful dealers seem to think so! 
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Design Plays 


Fashion First Attracts the Feminine Eye and That First 
Impression Often Determines the Customer's Decision 









Typical 18th cen- 
tury shoe design. 





A 1933 pattern of 
18th century in- 
spiration. 









Another new shoe 
reflecting this in- 
fluence. 










High cut 5-eyelet 
oxford for day - 
time. 






53 
Ses 
SSSR 
So 
eS 






Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 7, 1933 


ital Part 


"Fae is no substitute 
for style. There is no remedy for an ill fashioned 
shoe. It is the design, the cut, the style, the fashion 
of the shoe that first attracts the feminine eye. No 
salesmanship can prevail over the feminine instinct, 
which accepts or disapproves the design of the shoe. 

Quietly, yet effectively, a “new deal” has arisen for 
designers. No longer is it sufficient to qualify one as 
a designer of shoes because his parent was a designer. 
The designer of today cannot depend on his heredity 
or background. He must have a good knowledge 
of podology. That may be a big word, but the subject 
it covers, namely, the study of the human foot, is a 
big one. He must know the bones in the human foot, 
their formation, their structure, their angles and their 
tendencies. He must then know the strains that walk- 
ing puts on a human foot. Then he must be well- 
versed in the effect of pressure on each portion of the 
foot which the shoe is to cover. 

Above and beyond this, a shoe designer must know 
leather, the resiliency of various kinds of leathers, the 
different processes of tanning and the kind and the 
qualities of the leather which can and cannot be used 
for certain portions of the shoe. 

For today, above all days, the shoe designer must 
know the current styles. He must be able to prophesy 
the style for the shoe many months in advance. He 
must know lasts, their hardness, their lack of tend- 
encies to absorb water, the shock of banging and their 
conformity to the normal, human foot. He must 
know fabrics and lining weights, their strength and 
color and color combinations. 

A shoe designer must not, however, lose himself 
in these technicalities of the trade. He is, after all, 
human. He is a man, and as a member of that sex 
knows how the feminine mind derives pleasure from 
a shoe that- makes a lady’s foot appear short and 
narrow. This may be called the psychological twist 
to shoe designing, having for its purpose, the creation 
of an optical illusion. 

Among the remaining facts that may be told about 
the shoe designers, one more deserves mention. He 
must know his history in the designing of shoes. | 


daca 
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in Selling Shoes 


By H. ROY PENZEL 


President 
Shoe Designers Guild of New York 


“What have women desired in their shoes of yester- 
day and the day before.” That this is not an unworthy 
study for the shoe designer can best be seen from a 
study of the design of shoes reproduced with this 
article. These designs are mine. They are my guess 
and prophecy of the type of shoes that will be the big 
sellers for the present season. They were evolved 
with the use of the knowledge of shoe designing which 
I have related above. I have gone to an era in the 
eighteenth century for the generating force of the 
ideas to be found in these designs. I did this because 
I have observed the tendency of the women’s dress 
trade to go back to the eighteenth century for their 
ideas in the cut and fashion of women’s apparel. I 
believe that this will continue for the present season. 


O, this basis, shoes for 
women may well participate in eighteenth century 
ideas in cut and design. Following this idea, I believe 
that five and six eyelet oxfords and high-cut step-ins 
are popular for day-time wear. 

I foresee a complete change in the style and cut 
for evening slippers for the coming social season. I 
have conferred, during the past few weeks with 
prominent buyers in leading department, retail and 
custom shoe shops. The consensus of reliable opinion, 
is, I believe, that there is a better chance for greater 
volume sales in evening slippers. Now that better 
times are probable, wardrobes will be replenished. 
No women will forego the opportunity of wearing an 
evening shoe cut and designed according to fashion’s 
dictate. It is to be borne in mind that last year’s eve- 
ning slipper, the open-work Roman sandal, will under- 
go a complete memtamorphosis. There is a pro- 
nounced leaning toward the combination of two ma- 
terials, such as the combination of crepe and satin, 
and the combination of Faille and satin. The prac- 
tice of silver and gold piping is still prevalent. 

I have conceived four designs in evening slippers 
which I believe will be popular and effective sellers 
for the coming season and which are reproduced as 
part of this article. 



















The four evening slippers illustrated above were designed by Mr. 
Penzel and reflect the Eighteenth Century influence which is 
dominant this season in the field of women’s apparel. These 
types, he believes, will tend to replace the Roman sandal, which 
was the fashion inspiration of last year’s evening footwear. 
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Dancing slipper 
and accessory business has been 
greatly stimulated at the shoe de- 
partment of the Denver May Co. by 
regular showcase displays contain- 
ing photographs of local dancers. 

In the back of the average case 
are shown two or three enlarged pic- 
tures of well known dancers. In front 
of the photographs are displayed 
equipment of the same kind as used 
by these dancers. 

“The pictures give a display an 
element of local interest that is 
highly valuable,” Buyer Max Lack- 
ner pointed out. “When a girl sees 
the photograph of someone she 
knows, she is almost sure to stop and 
investigate. This business is valuable 
enough to merit regular display rep- 
resentation. It is a line that many 
stores have not gone after, and con- 
sequently it offers excellent oppor- 
tunities for development. Dancing 
teachers in Denver formerly bought 
their equipment from the East. They 
did not like the inconvenience of 
having to wait for merchandise and 
bother with money orders, so we 
stocked a good line and personally 
contacted all of them. A profitable 
business has been the result.” 





“Ww 
hen your customer 


wants a pair of shoes, fit the foot and 
not the head,” is the advice of 
Steven Prohaska, owner of Steven’s 
Shoe Shop in the northwest part of 
Detroit. He is a specialist in ortho- 
pedic work, with sound technical 


By HARRY R. TERHUNE 
FIELD EDITOR 


training as a background. Five years 
of specialization have brought him 
an assured trade that follows his 
recommendation, without being fre- 
quently attracted to other stores by 
chance, style, or cut prices. 

The appeal to the eye or to price 
must be minimized, Prohaska claims, 
except when price is absolutely es- 
sential. The customer’s foot is the 
thing to consider—what its needs are, 
not just what will look good. 

Prohaska makes his customers see 
the need of special fitting for un- 
usual foot conditions when they come 
in with burning feet, caused by poor 
fitting. Talking to them first is the 
method of introduction. Over a 
period of years, most customers in 
the neighborhood will try the store 
at least once, to see what they carry, 
even if they do not buy, and no sin- 
gle interview is ever wasted—every 
one is used to carry on missionary 
work for adequate fitting service 
when the need arises. 

The people with feet hard to fit 
cause special problems for Steven, 
and he has solved this by making 
shoes for them. He has undertaken 
to make special fitting shoes when 
the customer requires it. More con- 
centration upon special shoe making 
is the step Prohaska is following for 
the immediate future, in order to 
give more complete service to his 
customers. He says that the stand- 


ard last shoe can in most cases be 
made to serve the customer, and that 
minor alterations in the shoe could 
often make a perfect fit on a dif- 
ficult foot if given to the manufac- 
turer during the course of produc- 
tion. 
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[na Sams, 
hosiery buyer at Marott’s shoe store, 
Indianapolis, says the well-trained 
shoe salesman never wraps the shoes 
he has sold until the customer has a 
chance to see how the shoes and the 
right hosiery will look together. In- 
stead of wrapping the package he 
suggests hosiery, and when the cus- 
tomer agrees with the suggestion, he 
escorts her to the hosiery counter, 
delivering the shoes, unwrapped, to 
the hosiery saleswoman. He does all 
this as a matter of course cour- 
teously, introducing the customer 
and the saleswoman. 

“At the hosiery counter, we size 
up the shoes for tone, shade, texture 
and type, and take out several hosiery 
types to harmonize with them. Then 
the stocking is drawn on over the 
saleswoman’s hand, and the hand 
slipped into the toe of the pump, ox- 
ford or slipper, showing the cus- 
tomer exactly how the shoe and 
stocking will look together on the 
foot. 

“Good shoe-hosiery ensembling is 
always a sound business-getter, and 
we always suggest three pairs for 
economy’s sake.” 





Drug stores, 
night clubs, hotels and other similar 
establishments are points of distribu- 
tion of advertising matches put out 
by the Nunn-Bush Shoe Store, lo- 
cated at 607 Sixteenth Street, Den- 
ver. About 5000 books a month are 
distributed in this way. 
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v r les great to have something 


really convincing to say about 


@ Successful shoe selling | the shoes you have tor sale 


today requires something more 
than satisfying the customer on 


style, fit and price. Today, people 
The YORKSHIRE 


is Instock 

, , : fig Bs No. 402-Black Alpine Calf 

tiated claims, parrot-like speeches by the =) No. 202 - 123 Tan Alpine 
Fr AA to E; 5” to 12 


want facts about quality — proof of 
superiority. Trite statements, unsubstan- 


seller of footwear just won't produce buying 
action. The customer wants to know exactly . oN $ Boo 
why the shoes you offer represent a better and s 

(The new Smith Smart 
more profitable investment. Quite likely cheap \ Shoe catalog is ready. 


price — or any suggestion of cheapness — Write for a copy.) 
gives him acute indigestion. He rather stub- 

bornly insists on gratifying that long stifled 

desire for genuinely fine merchandise . . 

Because the consumer insists on being really 

sold and as emphatically insists on being sold 

quality, Smith Smart Shoes are the retail 

merchant's best friend. It's pleasant to know 

that you and your salesmen can talk quality 

truthfully and convincingly. It's worth time 

and money to you to be able to show your 

customers definite proof of quality with such 

features as seamless linings, extra quality welting, right and left patterns, sole leather 
counters and toe boxes and all leather, wood-pegged heels. Smith Smart Shoes have 
these 1933 selling points and many more. They’re fine shoes. They sell and stay sold. 
They make and hold friends. They are today’s most profitabte line for the progressive merchant. 


The J. P. SMITH SHOE CO., Sangamon and Huron Sts., Chicago 


YOU CAN’T WEAR OUT THEIR LOOKS 
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Manager M. Morger has found 
that matches distributed at places 
outside the store are much more 
likely to be effective advertisements 
than those distributed to old cus- 
tomers. “With the outside distribu- 
tion we are constantly contacting 
new people—most of them potential 
shoe customers either now or for the 
future,” Morger pointed out. “We 
have been able to trace a great deal 
of business directly to our match 
book advertising. Oftentimes a new 
customer will ask us for more 
matches, saying that he came in 
after receiving a book at a drug 
store or somewhere else.” 





A time card kept 


by the floor walker at the Fontius 
Shoe Co., Denver, has proved a val- 
uable time saver. 

Every employee is checked in and 
checked out on this card, both at 
morning and evening and whenever 
they leave the store during the day. 
In short, it serves the same purpose 
as a time clock, only in a more con- 
venient manner. 

“The card system has a big ad- 
vantage in that if a man is wanted, 
the floor walker can tell whether he 
is in or not without going to the back 
of the store to look at a time clock,” 
says advertising manager F. B. 
Zureck. “This not only saves time 
for the floor walker but also pro- 
vides better service for customers. 
Many patrons have regular sales- 
men with whom they want to do all 
their dealing, and they want to know 
‘right now’ when coming into the 
store if their salesman is in or not.” 





7 Saturday 
salesmen have it easy selling shoes 
in the Cherry Department Store in 
New Bedford, Mass., for manager 
P. V. Fredette has a simple way of 
letting them know just where the 
shoes are racked. In this store, the 
advantage of having concealed shelv- 
ing makes the practice of hanging 
a single shoe outside the boxes of 
all the short lines a practical one. 
All the extra men know where the 
regular lines are racked, but the short 
lines which change from week to 
week are apt to bother them. As 
these are just the lines that Fredette 
wants moved, he has adopted this 
simple system of identifying them. 
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He reports that since this method 
has been in operation that his extra 
men are cleaning up cen times as 
many of the odd lots as previously. 


CES, 


Alex Canon, 


head of the shoe department of 
Blackburn Brothers, clothiers for 
men in Amarillo, Texas, believes in 
displaying shoes. 

Across from the chairs are two 
display racks. ‘These racks make 
spot sales,” Mr. Canon adds. “It is 
absolutely impossible to know the 
taste of each customer. But if the 
prospective purchaser sees a style or 
type of shoe on the display rack that 
appeals to him, then sale is easy.” 

A display rack for shoes is also 
kept in the boy’s clothing department 
and is “good business.” 

The large show window space of 
Blackburn Brothers allows the fea- 
turing of several ensembles with a 
wide style and price range. The 
shoes displayed in these showings are 
thoughtfully chosen. 





Dicdions cards that 
bring from 8 per cent to 10 per 
cent returns are being used by the 
Denver Feltman and Curme shoe 
store. 

The novel card is double the 
size of an ordinary business card 
and folds in the center. Half of 
the card is in the form of an ordi- 
nary business card. On the other 
half appears the following mes- 
sage: “Just a suggestion—I am 
able to make this purchase because 
I am on the payroll of the Felt- 
man and Curme Shoe Co. at 610 
Sixteenth street. I trust you will 
return the favor by coming in to 
see me when you are in need of 
another pair of shoes.” The mes- 
sage is signed in longhand by the 
man who presents the card. 

The back side of the whole card 
is devoted to a list of stores. Sev- 
eral prices were printed over the 
list in a tone that did not obscure 
the smaller lettering. 

The cards are presented by all 
employees wherever they go, 
whether it’s to a service station, 
a drug store, a grocery, a hard- 
ware store or somewhere else. 


Members of the store staff are 
putting out from 25 to 30 of the 
cards a week. 

“Out of the first 100 to 125 
cards we distributed, I know of 10 
or a dozen customers who came in 
directly as a result of them,” man- 
ager J. W. Banks Jr. said. “Furth- 
ermore, the advertising is con- 
stantly building up. A card now 
may mean a sale in six months.” 





An “outside” salesman 
who devotes his time exclusively 
to “missionary” work among busi- 
ness men has brought the Flor- 
sheim Shoe Co., Denver, a great 
deal of new business during the 
last year. The salesman contacts 
about 25 people a day. 

The “outside” salesman carries 
no samples and makes no attempt 
to sell directly outside the store. 
His work consists entirely of per- 
suading prospects to visit the store 
and inspect stock. His plan of 
operation is to visit offices where 
be knows one man and get this 
man to introduce him to other em- 
ployees. At large offices he may 
be able to contact six or a dozen 
people during one trip. 

The salesman uses matches and 
blotters as “door openers.” Every 
prospect receives a book of 
matches and a blotter. In order 
that the salesman may receive 
credit for his work, each prospect 
is also presented with a business 
card, which he is requested to take 
to the store when he goes in to 
make a purchase. When a card 
comes in, the buyer is checked 
against the old customer list to see 
whether he has ever made a pur- 
chase before. If not, the salesman 
receives 7 per cent commission. 

“We picked for this work a 
man who has been in the shoe 
business nearly all his life, and 
who had developed a wide ac- 
quaintance in this city through 
20 years of service at this store,” 
said assistant manager J. Al Jones. 
“His wide experience enables him 
to do an unusually good job. His 
friends are a constant source of 
‘leads,’ and in addition he is able 
to give valuable advice to men 
who have foot trouble.” 





- 
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(A) Hard rubber carries the 
body weight here. 





a = FACES 





Protects against FLAT FEET 
RELIEVES men who have them. 





11t0 your s WAIN 





(B) Soft, spongy rubber gently 
molds the arch 


with this REVOLUTIONARY HEALTH SHOE 


Briefly, the principle is this: Posture Founda- 


A notable response from shoe merchants followed 
the recent announcement of Crosby Square Au- 
thentic Fashions with Posture Foundation. 

In the men’s popular-priced field, the need for 
a practical health shoe had long been felt. Wartime 
medical examinations brought to light an almost 
unbelievably large market for this type of foot- 
wear—even among young men. 

Now Walter Booth offers the first health shoe 
embodying everything that men want—in the opinion 
of competent shoe retailers who have seen the line. 

Instead of the conventional “arch supports,” 
fancy bottom stampings, flexible shanks, etc., here 
is anew basic idea, dramatically simple andexclusive* 
with Walter Booth in popular price shoes for men. 


*Posture Foundation is fully 
protected by patents. 


tion results in a natural stance, balancing the body 
weight on the strong three-bone assembly at the 
base of the large inner ankle bone. Instead of in- 
troducing unnatural pressure against the sensitive 
area under the arch, it gently molds the arch as Nature 
did when men walked without shoes on soft earth. 


Eye appeal? This is a companion line to Crosby 
Square Authentic Fashions, style leaders of their 
field, not a “medical” shoe. Price? A substantial 
profit at $6.00 retail, where the volume is. 


Write for complete information. 


WALTER BOOTH SHOE COMPANY 
302 NORTH BROADWAY MILWAUKEE, WIS. 


Crosby yogiare 
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osture Foundatio” 


A companion line to Crosby Square Authentic 








Fashions > 
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Codes of the Shoe Industries 


‘Sas codes of the shoe 
industries now number 20 and are increasing daily. 
Because of their importance, we enumerate them and 
indicate that they are for sale by the Superintendent 
of Documents, Government Printing Office, Wash- 
ington, D. C.—price five cents each. 

Each and every industry has the right to ask a 
code of fair competition for its members. 








CODE OF FAIR COMPETITION 


LEATHER INDUSTRY 
gumbwance a JMANUEACTURING INDUSTRY 





i 





NATIONAL RBOOVERY ADMENENTRATION 


oe PROPOSED CODE OF FAIR COMPETITION 
HEEL MANUFACTURING athand 

INDUSTRY LEATHER AND SHOE 
12 SeRETTED om secuT me rm FINDINGS INDUSTRY 








PROPOSED CODE OF FAIR COMPETITION 


PASTED SHUE STOCK 
INDUSTRY 


a0 wena os ot vee 





SHOE AND LEATHER FINISHES 
AND CEMENTS INDUSTRY 








apes ne me 





PROPOSED CODE OF FAIR COMPETITION 
ne Propose ty 
COME OF FE COMPETITION 
HIDE AND LEATHER 
WORKING MACHINE INDUSTRY 
os Se ewrrTER os 





| 
| 


MASTER SHOE REBUILDERS 
INDUSTRY 





ed 





CORRAL QOTOVERT taMNRENE WHEE THON AA MN OPN HEREY GHPMEES Ts HEU HHH 


PROPOSED CODE OF FAIR COMPETITION PROPOSED CODE OF FAR COMPETITION — | 
— — 
} 


RUBBER HEEL AND SOLE SHOE FINDINGS 
MANUFACTURING INDUSTRY MANUFACTURING INDUSTRY | 


CODE OF FAIR COMPETITION 





SHOE-LAST INDUSTRY 








| ATION AL ENON ERY VHT CEST LTH 


CONE OF FAIR COMPETITION 





HOSIERY INDUSTRY 























Here are the codes to date. Some of these codes 
may be finally merged with other codes—as, for ex- 
ample, a division of an industry filing a code may 
find it advisable or compulsory to abide by the laws 
of the parent code in that industry : 

Rubber Footwear Industry, Registry No. 801-1-01. 

Shoe Polish Industry, Registry No. 621-02. 

Tanning Extract Producing Industry, Registry No. 
1658-1-01. 

Wood Heel Manufactur- 
ers Industry, Registry No. 
325-01. 

Shoe Rebuilders Industry, 
Registry No. 928-2-04. 

Shoe Machinery Industry, 
Registry No. 1399-28. 

Stitchdown Shoe Manu- 
facturing Industry, Registry 
No. 904-01. 

Hosiery Industry, Regis- 
try No. 241-02. 

Shoe-Last Industry, Reg- 























SHOE REBUILDERS istry No. 322-01. 
acne Shoe Fndings Manufac- 
turing Industry, Registry 
Senos arora samara No. 910-04. 
cmernneenD Master Shoe Rebuilders 
Tc. Industry, Registry No. 
penn ai 928-217. 
sits me Pasted Shoe Stock Indus- 
SS try, Registry No. 924-02. 
cD COS 7 Fae SOREN Leather and Shoe Find- 
Ps chen nl ings Industry, Registry No. 
peserntachater nt 910-01. 
Boot and Shoe Manufac- 
turing Industry, Registry 
No. 904-1-05. 








Leatherboard Industry, 
Registry No. 999-1-01. 

Rubber Heel and Sole 
Manufacturing Industry, 
Registry No. 803-1-01. 

Hide and Leather Work- 
ing Machine Industry, Reg- 
istry No. 1399-27. 

Shoe and Leather Fin- 
ishes and Cements Industry, 











Registry No. 621-01. 








Heel Manufacturing In- 
dustry, Registry No. 924- 
1-01. 


Here are a few of the codes filed in Washington, which, if approved, will have important effects Leather Industry, Registry 


on the shoe business, manufacturing, wholesale and retail. The illustration gives an idea of the No. 930-1-01 
multiplicity of these codes and the far reaching influence they are likely to have upon industry. 0. ve : 
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@ It took everything we could put into it—all our years of 
experience in successfully providing duty shoes to the nurs- 
ing profession—to achieve this. But it’s going to boost your 
business immediately. Here’s the shoe that includes all the new 
features nurses have been asking for...and ata new low price. 

Walk-Overs have always enjoyed the most widespread 
acceptance by nurses. Our records of outfitting graduating 
classes are unequalled. And even when “cheap price” was 
offered as a bait by competition—Walk-Over nurses’ sales have 
held their own. Good quality means so much to these women. 
Now, with the added attraction of a lower price and new im- 
provements, this Walk-Over will walk away with the field. 
Place your order without delay. And don’t forget GLO-RIA: The 
fast selling Walk-Over cleaner that keeps white shoes immacu- 
late. Sell a tube with every pair of white shoes for more profits. 


WALK-OVER 


GEO. E. KEITH COMPANY .- 





Campello, Brockton, Mass. 






. 85 


BOOST YOUR NURSES’ | - BUSINESS 


1. UPPER of plump, soft, durable white 
kid. 

2. LINING of pearl gray kid. Looks neat- 
er. Smooth and long-wearing. 


3. HEEL of new White Ivory Fibre. Won't 
discolor, crack or peel. No more enamel to 


chip off. 


4. NAP SOLE has a suede-like surface 
that is non-skid, quiet and damp-proof. A 
boon to sick-room service. Light in weight 
and appearance. Will not curl or bunch 
and will retain its original character 
throughout its long life. 


5. PATTERN (the Delta) new and smart, 
specially designed to eliminate uncomfort- 
able seams over the joints. 


6. LAST (the Olympic) a proven sure- 
fitter and especially created for active feet. 
7. PRICE—To retail at $7.50 with full 
40% gross profit for you. 


8. ADVERTISED nationally in the 
leading nurses’ publications and in book- 
lets and mailings blanketing the field. 
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Advertising Under the Code 


NEW YORK-—A new idea in retail shoe advertis- 
ing and window display is being used by the A. S. 
Beck stores to open their Fall campaign in 35 cities. 
Mannequin heads of movie stars are being shown in 
the windows of the stores to provide both a human 
interest appeal which catches the eye and a direct 
fashion tie-up with the shoes. These heads are also 


e A-S-BECK 


Weld Premicre 


OF THE GLAMOUROUS NEW 


Aleut Sls 


WORK BY 
HOLLYWOOD'S MOST FAMOUS 












Mow, lenge neg range AAA to ERE 08 0 10 


SM As neck snes 
- UKE ALL Ve suots Wosierey. 


reproduced in the newspaper advertising as shown in 
the accompanying illustration. The mannequin heads 
are copyrighted and used only with written permission 
of the stars. They are about 24 inches high in exag- 
gerated life colors. The hair is made from silk braid 
and tinted to exaggerate the color of the hair of each 
particular star. Likewise the features are treated 
in an impressionistic fashion. Actual new Fall neck- 
lines were created of the newest fabrics and colors 
for Fall and Winter and draped around each head. 

The opening ad, illustrated above, was designed to 
get women to look at the A. S. Beck store windows in 
order to give them the style story for Fall. In ex- 
plaining the objectives of this advertising and display 
campaign, Atherton Pettingell, executive vice-presi- 
dent of the Blaker Advertising Agency, Inc., which 
planned the campaign, said: 

“This is an example of the sort of thing we believe 
retailers must do in view of the new retail code pro- 
visions against competitive advertising methods and 
copy. Movie stars and the clothes they wear are 
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probably given more free publicity than any other 
type of news. There is a sales idea back of the cam- 
paign which has a tremendous appeal to the market to 
which these stores cater. 

“There is no place for competitive copy in this 
campaign. It stands on its own idea. It does not 
have to say that these shoes are better than someone 
clse’s shoes because the dominating idea of copying 
movie stars’ originals at a low price has every element 
of style, quality and value that seems necessary to 
make women buy shoes.” 





Build a New House of Industry 
[CONTINUED FROM PAGE 22] 
izing the industry vertically. It would be an excellent 
thing for the industry to statistically and econom- 
ically work in vertical harmony. 

The real studies of industry must be made at the 
point of contact with the public. Information gath- 
ered there is the only vital information of industry. 
Accord between the groups is to be commended. Real 
close fellowships between individuals will hasten the 
day when all the groups will get together vertically 
to increase efficiency; to level off the peaks and val- 
leys of waste in production; to make more orderly 
the order and receipt and distribution of shoes. The 
important point in the new House of Industry is its 
contact with the public at the front door and, to that 
end, new harmonies between levels of trade must be 


achieved. 





Industry Writes a Fashion Code 


[CONTINUED FROM PAGE 17] 


Spring leathers on display and for the most part the 
principal attention being focused on the need for 
definite leathers in building the new Spring line of 
shoes. 

Too many types of leathers, grades and qualities are 
involved to attempt an analysis of market conditions 
today. There was a difference of opinion expressed 
as to future trends with reference to price, but when 
questioned directly as to the immediate situation the 
answer was usually broadened with the word, stable. 
“We have had in attendance about the same number 
of people as at past shows,” said George H. Mealley, 
chairman, for the Tanners’ Council of America, 
of the Joint Style Conference Committee. ‘An 
intense interest in new leathers and finishes has 
heen apparant throughout the show. The orders for 
samples has been greater on the first day than last 
year and we are encouraged by the attitude of manu- 
facturers who have grasped the opportunities for new 
developments in Spring shoes. 

“Each season we see increased value in the leather 
showings. The need for the leather show has be- 
come more and more useful to manufacturers and 
retailers who can more definitely develop their new 
ideas and lines from the suggestions, patterns and 
opinions expressed and seen at these exhibits,” con- 
cluded Mr. Mealley. 
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Ever think that when a person buys shoes they actually buy what 
they see in the shoes? If in their eye, value appears lacking, a 
profit is lost. Look at it from the other angle and you will allow 
our claim accords with good business procedure. Prosfective cus- 
tomers may never ask the question—“Will these shoes wear,” but 
they always think it. Wear to them is in the soles. Anticipate 
that thought. Make capital of what you can recommend. 


UIs §=—-KISTLER"BENCH BRAND’ 
VALUE OF SHOES SOLE LEATHER 


will give you that opportunity. If your dress, sport and heavy- 
| N T “i F 4 lJ B [ | C duty shoes are bottomed with this “Balanced Tannage” you are 
doing much to mark up value. This leather is free of the defects 


detri ] h f ducti d profitabl 
EVE INCREASES EoRSStaiah ete sa steer meatier 


SA [ ES AND p iM 0 FITS mark where people can see it. It pays to take the public into your 


| confidence. Play safe. Don’t pay the penalty of poor sole leather. 































——— 


FIELD-TESTED FOR WEAR 
FLEXIBLE IN ALL IRONS 
UNIFORM RICH COLOR 
MOISTURE RESISTING 
QUALITY MAINTAINED 





This chart represents a side 
of leather The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side 


| Se: LEATHER COMPANY 
BOSTON:-MASS-: 
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NOTICE 


concerning air-cushion feature shoes 


38 








Recent months have shown a remarkable growth of in- 
terest and profitable sales of Air-Tred shoes.” The 
Air-Tred patented process of construction comprises a 
sheet of sponge rubber arranged between the outer and 
inner soles, confined by the attaching shoulder and 
welting. 

The growing popularity of Air-Treds has resulted in new 
lines constructed with this or similar features being 
introduced to the trade and public. 

Consequently, we find it necessary to protect our 


rights by 
WARNING 


that this company has full and exclusive construction rights 
under patent number 1,754,225 to the air-cushion feature as 
described above, and to the trade-mark “Air-Tred” under reg- 
istry number 232,607, evidence of which follows—and that it 
is our intention to fully protect those rights: 


“To the Ault-Shackford Shoe Company 


On the 2nd day of June, 1930, I, Ernest A. 
Gray, of Augusta, Maine, in the County of 
Kennebec, entered into an agreement for the 
manufacture and sale of women’s shoes. Agree- 
ing, as owner, that you should have full con- 
trol of patent #1,754,225 and Trade Mark 
“Air-Tred” registered under #232,607 for all 
women’s shoes made in the United States 
during the life of said agreement. 


(Signed) Ernest A. Gray” 


oe Pat. 3; 154, 2235 





AULT- SHACKFORD SHOE CO. 


AUBURN, MAINE... . . EXCLUSIVE MANUFACTURERS OF AIR-TRED SHOES 
NOTE .. The causes which make this warning necessary indicate that the 
R AIR-TRED franchise is exceptionally valuable to retailers under the new 
moe conditions. ey 


We take this opportunity to caution our many friends in the trade, manu- 
facturers as well as merchants, against the production, purchase or distri- 

wt 00 Ou rant bution of shoes infringing on our patent rights, thus laying themselves WE 0.008 marr 
open and liable to damages. 
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ELAMS 
he Welt Shou 


MEAN NEW PROFITS 
AND NEW BUSINESS! 


It will pay you to investigate these Elam Pre-Welt Shoes. 
There are many special features, one of the most im- 
portant of which is the Meco process of lasting. The 
result of this process is better shoes at lower costs, re- 
sulting in increased sales, new profits and new business. 
Write today that you want to see the line—It will 


WHEN IN NEW YORK BE SURE 
TO VISIT OUR SHOW ROOM IN 
THE MARBRIDGE BUILDING. 















pay youl 


F. S. ELAM SHOE CO. 


See Our Line at N. Y. Office 
M. E. FINNERTY, Sales Manager 


176 NORTH WATER ST., ROCHESTER, N. Y. 
439 Marbridge Bldg. 














Shoe Styles for Spring and Summer 


[CONTINUED FROM PAGE 21] 


CoMPLEMENTARY SHOES 
All-white buckskin. Straight tips first. Wing tips sec- 


ond. Plain toes third. 


White buckskin trimmed with brown or black straight 


tip—the high-style shoe. 


White, brown or gray buckskin, both wing tip and 


plain toe—both a mass and a class style. 


White buck with brown or black wing tip. 
All-brown or all-black lightweight’ shoe. 
The ventilated shoe. 

The flexible shoe. 


SUMMER FORMAL WEAR: 


Double-breasted dinner jacket in lightweight black ma- 


terial. 


Mess jacket ensemble. 
White shawl collar dinner jacket, single or double- 


breasted, with black trousers. 


Dark gray or blue jacket with white trousers for very 


informal affairs. 


COMPLEMENTARY SHOES 
Pump, in patent leather, black Russia, or goatskin. 
Plain tip low shoe in patent leather, black Russia or 


goatskin. 





Juvenile Styles 


CLYDE K. TAYLOR, Chairman 
MAURICE J. YOSKIN, Vice-Chairman 


Preface 


N.R.A. is a factor not to be overlooked in any department 
of the store, least of all in the Children’s Section. Among 


. 


many things one must strive for is value to the consumer. 
Your Committee therefore suggests that quality standards 
shall be rigidly maintained. Our President, through the me- 
dium of the press, has impressed upon the buying public the 
fact that a higher price is necessary. Price resistance, there- 
fore, is not an insurmountable obstacle to the maintenance of 
quality. 

The largest problem of the Juvenile Department is that of 
the proper shoe for the individual foot, and the correct fitting 
of each foot—whether the fitting be done from the regular 
line or with a special orthopaedic shoe. The child’s foot must 
be fitted or a customer is lost for all time. In the discussions 
of your Committee it was brought up that in the last analysis 
all children’s business is really cn an orthopaedic basis. In a 
previous report we suggested that a selling policy should mean 
more than merely offering good merchandise. The retailer 
must impress upon his customers his authority of knowledge, 
which backs up his merchandise—shoes which are right as to 
style and which fit the individual child’s need. Children’s shoes 
are important—not alone for the customer, but for your store, 
your profits, and your prestige. Do not neglect them—do not 
sidetrack them—do not minimize them. The child of today is 
your lifelong customer of tomorrow. 


REVISED SIZE RUNS ADOPTED 


Note: Acceptance of the new size runs ts essential. 
WODIOS Shes Sawn wd ceoicsiniios we SIGS lee 
CHIE saevcces. ciadiare Sard cieia re (SIRES eee 
ONCE S's ooo ie He ee .. sizes 8% to 12 
Juntor Misses’ ...... .0..0..005.-.91868 IZA to J 
Misses’ (heels up to 9/8)..... .....sizes 344to 9 


Modern Misses’ (heels up to 13/8)..sizes 3% to 9 


Junior Boys’ ...... ce . sizes 9 to 2 
BOYS? os. ce. 26. ks ewes cueds-vaben SURE@U eet 


[TURN TO PAGE 40, PLEASE] 
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Stress “Buy Now” Appeal in 
Shoe Windows 


[CONTINUED FROM PAGE 25] 


















the general publicity appeal of the 
newspapers and the radio as a back- 
ground against which to feature your 
own merchandise and marshal your 
own sales arguments. The patriotic 
theme of this campaign will sug- 
gest ideas for attractive, eye-catching 
backgrounds, but your merchandise and 
your sales appeal should dominate 
every window and shoes should be sold 


tomer’s own individual interest in the 
merchandise rather than from the pa- 
triotic motive. 

While it has been announced repeat- 
edly from Washington that the govern- 
ment planned to put the full force of 
its influence behind a publicity cam- 
paign to stimulate buying at retail, 
details of this campaign are lacking 
as this is written. The campaign was 
originally scheduled to start about the 
middle of July, but was postponed ow- 
ing to the fact that the retail code had 
not been finally approved and it was 
thought inopportune to launch the pub- 
licity in advance of the adoption of the 





cated that the campaign would start 
about October ist. 

Meanwhile many enterprising shoe 
merchants and manufacturers are al- 
ready using the “Buy Now” argument 
most effectively in windows and ad- 
vertising, some stores like Regal and 
the Arch Preserver stores pointing out 
to customers that now is an excep- 
tionally good time to replenish shoe 
wardrobes by purchasing two or more 
pairs while prices are still low in 
comparison with the market for leather 
and materials. This is an effective sell- 
ing argument that can be used to ad- 
vantage in stimulating Fall sales in 








to the customer on the basis of the cus- |! code. The latest announcement indi- | any shoe store. 








Shoe Styles for Spring and Summer 


[CONTINUED FROM PAGE 39] 
For School and Sports Wear, Children’s size 8% to 9 
PATTERNS: 


1. Oxfords, including moccasin-toe types, in plain toe 
and shield tip effects (soft toes preferable). 

2. Improved sport oxfords. 

3. Barefoot sandals. 


LEATHERS: 
Quality Group. 
1. Tan-elk finish. 
2. Light and medium smoke shades. 
3. White leathers and fabrics. 
4. Sport combinations, including trimmed white shoes. 
5. Rough leather in grain and buck effects. 


Volume Group. 


1. Elk-finished leather. 

2. White leather. 

3. Patent and black leathers. 
4. Sport combinations. 


Note: Your Committee again emphasizes the recommenda- 
tion for flexible soles as the only type to use in the above 
groups, because they promote barefoot freedom, which is es- 
sential for growing feet and long-time service. 


For Misses, Sizes 3% to 9 
For School and Sports Wear 


When considering the misses’ size run, 3% to 9, note that 
we mean particularly the little girl with a large foot, not the 
“modern miss.” Therefore, our recommendations for the 
continuation of the junior misses’ patterns and leathers are 
that we are merely following out the girl’s run of larger sizes. 


PATTERNS: 
1. Oxfords, including moccasin types. 
2. Perforated oxfords and open ties. 


3. Broad strap sport types. 
4. Sandals. 


LEATHERS: 
Quality Group: 
1. Tan elk-finish. 


2. Rough leathers in grain and buck effects (tan, white 
and sand). 


3. Sport combinations. 


Volume Group. 


1. Tan elk-finish. 
2. Patent, black calf or side leathers. 
3. Unlined boarded calf. 





For Dress Occasions 
For Children, sizes 8% to 3. For the Girl, sizes 3% to 9. 


PATTERNS: 
1. Straps. 
2. Dressy sandal types. 
3. Novelty tie effects. 
4. Gored pump effects, plain or bow. trimmed. 


LEATHERS: 
Quality Group. 
1. Patent leather. 
2. White leathers and white fabrics. 
3. Rough grain leathers in tan, beige, and white. 


Volume Group. 


1. Patent leather. 
2. White leathers and white fabrics. 


For the Modern Miss, Sizes 32 to 9, Up to 13/8 Heels 


One of the most rapidly growing features of the Juvenile 
Department is the Modern Miss class. Its position in the 
store is recognized—its field clearly defined. It has the advan- 
tage of completely rounding out the Junior Miss and Girls’ 
Department. 

While style selection still presents its problems, experience 
has taught that it is possible to bring down the more mature 
styles to the juvenile requirements and create a series of 
shoes that possess attractiveness of style and are not incon- 
sistent with youth, among which, of course, is the requirement 
of the stili growing foot. Shoes in this class should be styled 
to carry heels up to, but not exceeding, 13/8ths, the toes some- 
what modified, and the general proportions of the last youth- 
ful. For general style, color and leather trends, consult the 
report of the Women’s Committee and the color card. 


Junior Boys’ Sizes Up to 2 
Boys’ Sizes 212 to 9 
For School and Sports Wear 


PATTERNS: 


1. Oxfords and moccasin types. 
2. Sport types with wing tips and saddle effects. 


LEATHERS: 
1. Elk-finish and boarded leathers. 
2. Sport combinations, including trimmed white shoes. 
3. Black leathers. 
Note: White combinations will be increasingly important 
after Easter. 


SOLES: 


1. Leather. 
2. Rubber. 


For Dress Occasions 


Sport shoes of the dressier type will be generally worn, 
including dress occasions in the Summer; the all-white, the 
black and white, and the brown and white shoe, with leather 
soles, should be taken into consideration, with the black calf 
oxford or the patent leather oxford in the dress class. 

Note: It is suggested that a presentation of sport and Sum- 
mer dress patterns should be made early, preferably immedi- 
ately after Easter, in order to lengthen the season for these 
types. 


. 
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R. NEUMANN SCORES AGAIN 











During the week the window was 
in, it was almost impossible to get 
near it. 

Both the window and the news- 
paper copy followed each other 
very closely in text. The cable- 
gram shown in the window back- 
ground near the ‘photograph of 


Princess Dilkusha De Rohan 
treads: 


“SEAL SHOES SHOWN IN 
MY NEW _ COLLECTION 
HAVE BEEN A GREAT SUC- 
CESS HERE STOP I BE- 
LIEVE YOUR AMERICAN 
WOMEN WILL LIKE THEM 
AS WELL AS THE PARIS- 
IANS DO STOP AM WEAR- 


ING THEM MYSELF AND ~ 


LIKE THEM A LOT PRIN- 
CESS DILKUSHA DE RO- 
HAN” 

The window card which was 
read by every one who could 
squeeze nedr enough told the story 
in a most interesting fashion. It 
said: 


“Its the biggest leather story in 
years. Shoes of seal. One after 
the other we've introduced you to 
the smart set of the crawling 
families: the crocodile, alligator, 
snakeskin and lizard. And now 
we've hauled a newer, smarter 
shoe fashion right out of the water 
for you—only to lay our catch at 
your feet. Shoes of baby seal— 
incredibly soft and supple. De- 
signed into the sleekest pumps, 
oxfords and ghillies you'll see this 
Fall. Dyed (did you know that 
baby seals are korn white as 





coer, a dull, Gina. Mack and 
bro 


This leather is tanned ‘from 
genuine Alaska seals, and isa nat- 
ural grain. ‘ 























EUMANN’S Genuine Bering Seal 

is the newest leather for high 
grade shoes. 
It is new, attractive, rugged and because 
of the vegetable tannage, very comfort- 


able. 


Editorial page reproduced 
from the Sept. 30th issue 
of Boot and Shoe Recorder. 


Sealskin is limited in supply due to 
governmental restrictions on the yearly 


catch of seal, but costs no more than 


Leather Manufacturers 


HOBOKEN, N. J. 


good calf leather. 


Send for swatches of genuine BERING 
SEAL. 


R. NEUMANN & COMPANY 
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BUY 


hm» nal Xx | 


bavsteaguatitl 
“Gypsy” Side Lace 
Price $2.00 


BLACK SUEDE 
BROWN SUEDE 
BLACK CALF 

BROWN KID 

BLACK ALLIGATOR 
BROWN ALLIGATOR 

HIGH AND JUNIOR LOUIS HEELS 
A B C WIDTHS 


J. WEISS SHOE CO., 


Women's Novelty Shoes 


NEW YORK, N. _q 


A NEW SPECTATOR 


3 STRAPS CENTER BUCKLE 
COMPO PROCESS 


PRICE $2.75 
io. 1150—Black Calf——3 Straps 


AN 
TT aw 





INC. 


137 DUANE ST. 


| 








Perforated vamp and quar- 
ter, light underlay, 17/8 
leather cuban heel, medium 
toe. 

No. 1151——Tan Calf 

No. 1158—Brown Scuffed 

AAA-C WIDTHS 

OCT. 15 DELIVERY 


ANE ST Ew y, 
132 OU ents msn ORK 
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THe NEW 





GENUINE ALLIGATORS 
FLEXIBLE LOCK 


AAA TO 


Fashion and popular de- 
mand dictate Genuine 
Alligator for Winter sell- 
ing. “If It’s New 

If It’s Smart . . . Saks 
Has It!” So we feature 
beautiful and exclusive 
IN STOCK shoes in a 
fine grade of Genuine 
Alligator. Two of our 
best sellers are illustrated 
here. 





No. 9000 


Genuine Alligator Blucher 


Oxford. Perforated tip and 
fox, medium toe, 16/8 con- 
tinental covered heel. 


Price—$4.00 


M. J. SAKS SHOE CORP. 


152 DUANE STREET 
NEW YORK CITY 













: e 
P SHORT VAMPS— wave = 
PRICED AT $2.85 


4) 
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18,217—GUNMETAL CALF 
18,233—BLACK MANDRUCCA 


16/8 Cuban Heel 
Widths A-C 


LEVEY BROTHERS SHOE CO. 
DUANE STREET, NEW YORK CITY 


NEW ‘2.00 PATTERNS 
IN STOCK 





be: 










Lion Shoe Co. 


Inc. 


145 DUANE ST., 
NEW YORK CITY 


4035—Kaffa—Baby and high heel. 4044—Kaffa—Baby and high heel. 


4036—Patent—Baby and high heel. 
4038—Black Suede—Baby and high 


heel. 

4040—Brown Kid—Baby and high 
eel. 

4042—Taupe Grey Suede—High heel. 








4046—Black Suede—Baby and high 
4048—Patent and Kaffa—Baby and 
4050—Brown Kid—Baby and high 
B and C widths on 4035 and 4039 





Advantages of Buying In The 
New York Wholesale 
Shoe Market 


The New York Wholesale Shoe Market is the ideal 
Close by is Brooklyn the 


near 


one for many reasons. 
center of the world’s finest footwear. It is 
Fifth Avenue, the premier shopping district of the 
country, where styles, colors and new ideas are first 
introduced to the buying public. Europe’s cleverest 
fashion ideas are first exploited within but a short 
distance of this great shoe market, and it’s proximity 
to the great garment and millinery centers is invalu- 


able. 


The New York Wholesalers draw from the above for 
style inspiration, and the result is the smartest and 


most popular styles for the popular priced trade. 
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— IN STOCK 
STITCHED PROCESS 
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A Crepe Slipper 


‘STOCK 
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CREPE PUMP, SATIN LINED, 
. ROSE LEAF TRIMMING, 
C WIDTHS COV. HEEL, COL’D SUEDE 
SOLE. 
Study the attractive a al =i 
lines of these shoes a Cases of three 
and their flair for an 
ee GOLO SLIPPER COMPANY. INC. 
cca” eo ee 129 DUANE STREET, NEW YORK CITY 
time to order and dis- 190 
play them. Retailers + THE ~ OPERA 
who delay are quite 501 BROWN KID 
likely to find the price 507 BLUE KID 
advanced. We are pre- No. 9001 pron gesagt Aap teton it 
pared to give immedi- —erurnted Hip and. fox B12 BLACK FAILLE 
ate service. 3uy for medium a 19/8 continental i 
(Juality ae Sell for ie Also Peng, 
Profit . .. Buy fron No. 9002 : : ; 
3 Saks! ” As ere * 16/8 continental 
% i covered heel. 
4 Price $4.00 ‘ CC: 
AAA-C ° F 
152 DUANE STREET Price $2.25 Ine. 
NEW YORK CITY Ladies’ Novelty Footwear 
131 Duane St. New York, N. Y. 
HOW TO REACH THE NEW YORK <> « 
: — STORM KING 
» We hope you will Fanaa at 14 IRON ARMOR-TRED SOLE 
cone poo LEATHERTAP—STORMWELT 
; any of the market IN STOCK 
establishments. The a4\i x 
marae seer onal | spas om ee as Ol 
reached from any rene ys NIA zee Littte Men's 10 In Black Elk—Sizee 12-13% gis 
part of New York. STATI N = sata slic ‘ 
1 @ From Times Square B. FRIEDMAN SHOE CO 
or Pennsylvania Sta- ’ Est. 1880 . 
p : tion, take the Broad- 109 Reade St 
3 way-Seventh Avenue “in 
r New York City, 
: I. R. T. express to N. Y 
> Chambers Street. ie 
; From Grand Central » 
t el Station take the Lex- 
—_— ington Avenue ex- Th di fo fed 
a press to Brooklyn e h h Zs 
t @ Bridge. If you take edic arm oe fe 
- 4 the B.M.T. Subway, for women yy f° 
st off at City Hell FASHIONABLE—CORRECTIVE LO fe 
- & . rom ne : A. Af 
4 Street and Eighth ane Oe wa 
Avenue take the new WE CARRY IN STOCK 
; Eighth Avenue Sub- A Large Assortment of 
r way express to Beautiful and Latest Pat- 
3 Chambers Street terns in _ Diversified 
I E Station. The great Leathers 


wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 





































At a Substantial Profit 
TO RETAIL AT $5.00 


LAZARUS FRIED & SONS, INC. 
118-120 Duane St. New York City 
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MAKE A FOOT ANALYSIS 


OF YOUR CUSTOMERS’ FEET 
Fit Shoes Sctentifically 


with the aid of 


Dr. —— 


A simple, reliable and ingenious machine for taking impressions 
of the sole of the foot without the hose being removed. It registers 
an accurate heel-to-ball measurement on which standard shoe 
sizes are based. Shows condition of arches. Shows bearing points 
of the foot. Shows amount of elongation or widening. Shows how 
weight is distributed over the foot and a world of other valuable 
information. 


Prevent These 
Shoe Complaints 


COMPLAINT PREVENTION 


4/ Take a Pedo-graph print to determine how 
These shoes much the foot elongates when the body’s 


4/ weight is placed upon it. Fit foot to size in- 
ere too short. dicated on the Pedo-graph print. 
COMPLAINT PREVENTION 


A Pedo-graph print indicates immediately 


Mu 
They are all whether any foot trouble is present—such as 


f h 44 weak or flat-foot which will cause the counters 

outors ape. to run over, the shanks to break down, shoes 

to run over on the side and wrinkle, etc. When 

foot trouble is present, a Dr. Scholl Arch 

Support must be fitted to reposition the bones 

of the foot and remove excessive strain on the 

shoes. 

COMPLAINT PREVENTION 

= y) A Pedo-graph print indicates the last best 
| simply cant — suited for the individual’s feet—whether in- 


flare, outflare, wide tread at the ball, etc. 
wear these A foot fitted with an incorrect last soon causes 
44 the shoe to lose its shape, burn and cause 
shoes . discomfort. 
COMPLAINT PREVENTION 


Pedo-graph prints indicate foot troubles that 


“They d i dnt cause shoes to wear sooner than they should. 
Mu A callous on the bottom of the foot causes 
wear well. 


shoes to wear prematurely on the sole. A Dr. 
Scholl Anterior Metatarsal Arch Support 
should be fitted to restore the bones to their 


normal position. 


By means of the Pedo-graph you render a Scientific Shoe Fit- 
ting Service, protect yourself against com laints, returns, losses 
and dissatisfied customers, bring new business to the store. 
It sells the customer on your Scientific Shoe Fitting Methods. 


Price, complete with 1000 sheets Supetanes 
with your name and address. $15.00 





-_-__--——————— 








Operates Quickly and Simply 
Requires No Attention 


The rubber sheet upon which the stockinged foot is placed is 
inked on the under side, and the impression is made on a paper 
chart. The rubber is then released: and automatically wound 
around a spring roller, which at the same time re-inks the rubber 
sheet. The figure on the chart gives shoe size and last and indicates 
the various foot troubles which symptoms appear on the sole of 
the foot. 
e 


By keeping a print in your file you 
can build up an excellent mailing list. —> 


The prints are taken home, shown to 

the family, neighbors and friends. —> 
Your name is imprinted— naturally, 

this means of advertising brings you 

new customers. 


Cf 


et Weak Flat 
Foot Foot 
Advertise Your Pedo-graph 


.. « It’s Different...It’s A 
Profitable ...We furnish |... \== 722 
complete Electrotypes  »,frontSideot 


This class of advertising is of the utmost importance to every 
man, woman and child. Everyone wants Foot Comfort and know 
why their shoes break down and wear out sooner than they should. 
Advertising your Pedo-graph gives you something new to talk 
about—you'll find it profitable. Electros furnished free. 


PUBLICITY—We will also furnish you with reader notices— 
your local newspaper will gladly run them. 





SEE OUR EXHIBIT — South Entrance — Hall of Science — World's Fair An; INVITATION 


THE SCHOLL MFG. CO., INC. 


Largest Manufacturers of Foot Appliances and Remedies in the World 


213 W. Schiller St., CHICAGO 


to Shoemen attending the 
World’s Fair, make The 
Scholl Mfg. Co., Inc., 


62 W. 14th St., NEW YORK | YOUR HEADQUARTERS 








When writing advertisers please mention Boot and Shoe Recorder 
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SATURDAY, OCTOBER 7, 1933 








EVERY WEEK 














WHOLESALE PRICES STILL SHOW UPWARD TREND 
—LEATHER PRODUCTS REMAIN SAME 








WASHINGTON, D. C.—The wholesale 
commodity price index of the Bureau of 
Labor Statistics of the United States 
Department of Labor continued its up- 
ward trend during the week of Sep- 
tember 23 and moved upward to the 
highest point that has been reached 
for the present year. According to a 
report issued today (Wednesday) by 
the Bureau, the index for the week 
shows an increase of 20 per cent over 
the low point of the year which was 
reached during the week of March 4 
with an index of 59.6. 

The Bureau’s index number of the 
general level of wholesale prices for 
the week was 71.5, showing that an in- 
crease of nearly 114 per cent has taken 
place in the all commodities total as 
compared with the previous week when 
the index was reported as 70.5. This 
is the first time since the Bureau began 
the calculating of weekly indexes in 
January, 1932, that the general level 
of wholesale prices has reached this 
height. The Bureau’s index is now up 
to the level of September, 1931. 

Wholesale prices of farm products 
are responsible for most of the increase 

















during the past week. They rose by 
more than 6 per cent as compared with 
the week previously. Steep advances 
in the market prices of grains, live 
stock, and cotton account for the 
greater part of the rise in the prices 
of farm products. 

Of the 10 major groups of related 
commodities which comprise 784 sep- 
arate price series, weighted according 
to their relative importance and based 
on average prices for the year 1926 as 
100.0, 8 groups showed an increase and 
2 no change as compared with the pre- 
ceding week. It is the first week in 
the past 10 weeks that no decrease has 
been reported for any of the 10 major 
groups. 

-Manufactured foods and textile 1 »- 
ucts each registered a gain of more 
than 1 per cent for the week. Other 
groups showing slight increases were, 
fuel and lighting materials, metals and 
metal products, building materials, 
housefurnishing goods, and miscella- 
neous commodities. 

No change was reported for hides 
-and leather products. 


WEEK ENDING 


Aug. 26 Sept.2 Sept.9 Sept.16 Sept. 23 


ALL COMMODITIES ........... 
Farm products .......... a ine | 

Foods PRR Re 
Hides and leather products ..... ..... 
Textile products ........... 
Fuel and lighting materials . 
Metals and metal products .. 
Building materials ...... ; 

Chemicals and drugs 

Housefurnishing goods 
Miscellaneous 





Nene eer en nee al 


69.6 69.7 69.7 70.5 71.5 
58.2 57.1 56.6 55.9 59.3 
65.0 65.3 65.0 65.1 65.9 
92.8 92.9 92.8 92.0 92.0 
74.2 74.2 73.9 75.5 76.4 
66.7 67.2 67.6 72.5 72.8 
81.2 81.4 81.7 81.7 81.8 
80.7 81.0 81.4 82.0 82.3 
72.5 72.2 72.3 72.1 72.1 
76.9 77.0 78.6 78.7 78.8 
65.2 65.2 64.9 64.8 65.1 








Irving Chain Increases Capital 


HartTrorD, CONN.—The John Irving 
Shoe Co., chain retailing organization, 
has increased its capital stock from 
$200,000 to $400,000 and made several 
other changes in its capitalization set- 
up affecting both common and pre- 
ferred issues. 


Declares Dividend 


YOUNGSTOWN, OHI0—Directors of the 
Ohio Leather Co., which has headquar- 
ters here and operates a large factory 
at Girard, Ohio, have declared the 
usual quarterly dividends of $2 on the 
first preferred stock; $1.75 on the sec- 
ond preferred stock and 25 cents on the 
common stock, payable Oct. 1 to stock- 
holders of record, Sept. 22. 


50% Men’s Shoe Gain 


BurFraLo, N. Y.—Louis Benzin, base- 
ment manager for The Kleinhans Co., 
reports that sales in his division for 
September were 57 per cent greater 
than for the corresponding period of 
last year with a large part of the in- 
crease confined to men’s and boys’ 
shoes, 


Many New Customers 


TORONTO—No less than 5,436 new 
customers bought Dack’s shoes from 
the Dack’s Shoes Limited during the 
eight months’ period of January 1 to 
August 31 of this year. In making this 
statement, S. E. Dack, president of the 
company, points out that the number 
of new customers quoted does not in- 
clude sales of the firm’s made-to- 
measure shoes which, however, also 
show a distinct improvement as com- 
pared with the same period last year. 
The Dack firm has stores in eight 
Canadian cities. 

















IN MEN’S SLIPPERS 
a real sales closer 


A Hard Rubber Insert, built 
higher under inner ankle, gives 
definite support—prevents col- 
lapse of bone structure, cor- 
rectly and evenly distributes 
body weight in slippers. 


B A piece of resilient sponge 
rubber prevents uncomfortable 
pressure under sensitive area 
of foot, exercising and 
strengthening muscles — gives 
freedom to nerves, tendons and 
blood vessels. 


L. B. Evans combines 100 years of 
turn shoe making experience with this 
most modern device for foot comfort. 
Posture Foundation construction, al- 
ready popular in men’s street shoes, 
assures a comfortable foundation for 
the human foot. It correctly and evenly 
distributes the body weight and gives 
a remarkable sense of relief to fatigued 
feet. 


In Evans’ Standard Hand Turn Slip- 
pers, Posture Foundation is a quick- 
acting sales stimulator because it can 
be seen, felt, and appreciated instantly. 
It assures the most important quality 
wanted in a house slipper—absolute 
comfort. 


Plan to feature Evans Posture Foun- 
dation Slippers immediately. Their 
unique appeal makes them ready sell- 
ers to foot-conscious men. 


WRITE FOR CATALOG No. 34 






1456—Black Kid 
Opera 


1455—Brown Kid 
Opera ..... $2.35 
IN STOCK 


L. B. EVANS’ SON 
COMPANY 


WAKEFIELD, MASS. 


Makers of a complete line of 
house slippers for men and 
women. 


>dd3 G— «aee 














RECOMMEND INCREASED 
ADVERTISING TO SPEED 
RECOVERY 


Among the resolutions adopted by the New 
York State Shoe Retailers Association at its 
recent convention in Albany was the following, 
recommending increased advertising by shoe 
manufacturers and retail stores as a means of 
accelerating business recovery: 

“Resolved, that this association views with 
apprehension and regret the withdrawal from the 
shoe business publications of the advertising cf 
so great a number of shoe manufacturers and 
others from whom we purchase our merchandise. 
Not only, in our opinion, should the shoe manu- 
facturers, both from a standpoint of accepted 
business enterprise and also to evidence their 
appreciation of the faithful services of our trade 
papers all through the business depression, re- 
sume and continue their advertising, but we feel 


| that they are duty bound, because of the con- 


tention of the President and NRA that adver- 
tising will do more to defeat the depression than 
any other one factor, to even increase their pro- 
grams of trade publicity. And be it also 

“Resolved, that we urge our members and all 
shoe merchants wherever located to make in- 
creased use of advertising, particularly in the 
newspapers, to help make the public shoe- 
conscious and appreciative of the law of eco- 
nomics that cheaply made shoes of inferior 
materials are the most expensive to purchase, 
also as a means of starting buying on the part 
of those who have money but because of evident 
fear of further calamity have, we _ believe, 
hoarded it even to the extent of doing with- 
out many necessities of life, among which 
articles of clothing, particularly shoes, have been 
most conspicuous.” 





New England at Style 
Conference 


BostoN—The New England trade 
as usual, took a live interest in the 
Semi-Annual Joint Style Conference 
and Leather Showing at Hotel Astor, 
New York City, Oct. 2-3, and the sec- 
tion was well represented there. The 
New England Shoe and Leather Asso- 
ciation was officially represented by a 
special committee of observers with the 
following personnel: Miss Mollie F. 
Hurley, New York Stylists, Inc., New 
York City; Everett Bradley, Bradds, 
Inc., Haverhill, Mass.; Harry P. Kener- 
son, United Shoe Pattern Co., Boston, 
Mass.; Charles T. Cahill, United Shoe 
Machinery Corporation, Boston, Mass., 
and Julius Hollander, Amalgamated 
Leather Companies, Inc., Boston, Mass. 

The National Association of Shoe 
Wholesalers was officially represented 
at the conference by the following com- 
mittee: Elkan R. Myers, D. Myers & 
Son, Baltimore, Md., chairman; Henry 
Bell, Jr., Bell, Walt & Co., Philadelphia, 
Pa.; Harry D. Hurd, Hurd Shoe Com- 
pany, Utica, N. Y.; August Levy, The 
Charles Meis Shoe Company, Cincinna- 
ti, Ohio, and Francis B. Masterson, Hub 
Shoe Company, Boston, Mass. 





Rochester Shoemen Parade 


ROCHESTER, N. Y.—More than 200 
Rochester shoe retailers paraded as 
part of the 80,000 marchers in Roches- 
ter’s mammoth parade signalizing the 
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city’s enrollment under the NRA ban- 
ner. 

The shoe marchers were enrolled for 
the parade by the recently revived 
Rochester Retail Shoe Dealers’ Associ- 
ation. A committee, composed by Al- 
lan B. Draper, chairman; Don J. 
Burke, president of the association; 
Harry H. Phelan and Fred Myers, sec- 
retary, was in charge of arrangements. 

Several of the larger Rochester shoe 
factories had floats, notable among 
them were the E. P. Reed Company 
and the C. P. Ford Company. Heads 
of all the stores and factories marched 
on foot with their employees. 





York Retailers Meet 


York, PA.—The York Shoe Retailers 
Association opened Fall activities when 
one of the biggest meetings in the his- 
tory of the organization was held. One 
of the most welcome reports was made 
by Samuel Brueggeman, president, to 
the effect that all the member stores of 
the local associations are operating 
under the NRA code. In addition to Mr. 
Brueggeman’s talk, other talks were 
made by H. Greenfield, who conducted 
an open forum, assisted by Mr. Rubin 
and Mr. Goldman on the style situation, 
and by George Smith, who spoke on the 
rubber outlook. 





Sets 1934 Convention Date 


BuFFALo, N. Y.—Clarence I. Lanich 
announced that the New York State 
Retail Shoe Dealers Association will 
meet in Buffalo, Sept. 11-13, 1934. 





Individual Chairs Simplify 
Selling 


DENVER, CoLo.—Individual fitting 
chairs, recently installed in the shoe 
department of the Joslin Dry Goods 
Co. in place of the old type of con- 
nected seats, have done much to sim- 
plify selling and have resulted in in- 
creased customer satisfaction. 

The new equipment has several ad- 
vantages, according to buyer C. S. Gay- 
lor. He has found that the individual 
chairs simplify selling because they 
prevent customers from seeing what 
each other are trying on. Arranged 
in rows all facing in the same direction 
—the seating plan is similar to that 
in a theater—the chairs make it neces- 
sary for customers all to face in the 
same direction, toward the front of the 
department. 

“Under the old arrangement,” ex- 
plains Gaylor, “customers were con- 
tinually looking around to see what 
everyone else was trying on. Often- 
times, they would ask to see a number 
of shoes that were obviously not suited 
to their needs. In many cases, a sale 
would, for this reason, take several 
times as long as it does now. Then, 
too, customers often became confused 
because they wanted to look at too 
many numbers, the result being the loss 
of a sale. Now, we only have to show 
customers the items that they would 
really be interested in.” 
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BUYNOW" theNRA 


WE DO OUR PART 


éé 7? 
N}/ but to the manufacturers and dealers 
i| there is that equally important duty, to 


What the dealer buys he must sell. Good salesmanship is still the 
dominating factor in profitable business. 

Most people can be sold additional merchandise if the need of it is 
brought to their attention, High pressure isn’t necessary. The 
power of suggestion, or, in other words, “demonstration,” sells more 
merchandise than high pressure selling ever will. 


NINE out of TEN adults have some form or other of foot trouble. 
In many cases the trouble has not reached the stage where it demands 
radical measures of correction. 

Every one of these foot sufferers is anxious for relief and is dependent 
upon the shoe fitter for an explanation of this difficulty. 

Customers do not know how to obtain relief, and they don’t know 
that you know how to relieve them unless you who are versed in foot 
fitting enlighten them. 

Don’t wait for your customers to ask for information—GIVE IT. 
SHOW MORE—TELL MORE—SELL MORE and then you can 
“BUY MORE.” 


JOHNSON’S ADJUSTABLE CALLUS CUSHIONS fasten with prongs 
and can be adjusted as frequently as desired to suit individual re- 
quirements without fuss or muss to the daintiest hosiery. Fig. 1. 

. CALLUS CUSHIONS conform to the natural lines of the metatarsal 
area. Heaviest under the second Metatarsal Head because the arch is 
highest at that point, then gradually sloping toward the fifth Meta- 
tarsal, distributing the weight evenly over the Metatarsal Shafts (not 
on the Metatarsal Heads). Fig. 2. 


Positioned in the shoe at the same angle as the metatarsal area assures 
proper support to the Metatarsal Shafts in such a way that there is no 
undue pressure anywhere. Fig. 3. 

Order by shoe size. 

$3.50 per dozen prs, 
ARCH MOULDERS—minus the usual heel extension of ordinary arch 
supports—permits adjustment of the longitudinal support to meet 
individual requirements. ARCH MOULDERS fasten to the inner 
border of the innersole with prongs and are adjustable to the fraction 
of an inch either forward or back. Fig. 4. 
ARCH MOULDERS, made of the finest grade of sponge rubber, 
leather covered, are dense enough to rest the arch under stress of 
weight bearing, yet resilient enough to permit and encourage action. 
Recovery from foot weakness is based upon exercise or action, never 
upon rigid support. 
ARCH MOULDERS fill in that space between the shank of the shoe 
and arch of the foot which is characteristic of all stiff arch shoes. 
They mould to the characteristics of individual feet. 

$6.60 per doz. prs. 

For shoes size No. 2-3, No. 4-5, No. 6-7, No. 8-9, No. 10-11. 
HEELKUPS relieve the most sensitive heels. Even distribution of 
weight on shoulders of soft felt or rubber cradles the heel, relieving 
the point of the Os Calcis or Heel Bone from undue strain. 
Because it cups the heel a HEELKUP does not jeopardize the fit of 
the shoe around the ankle. 

It anchors to the innersole with prongs and cannot slip forward under 
the foot or crawl out at the heel. Fig. 5. 
Rubber $2.50—Felt $1.75 per doz. prs. 

For shoes size No. 4-5, No. 6-8, No. 9-11, No. 12-13. 
A trial order of these numbers will convince you of their value to 
your foot comfort service. 
If your jobber does not carry JOHNSON’S FOOT COMFORT 
DEVICES, order direct. 








Johnson's Foot Comfort Devices that fasten with 
WARNING TO prongs are fully protected by patents No. 254,677, 


CHISELERS 2 ge No. 1,866,598. Other patents ap- 
plied for. 


JOHNSON PRODUCTS, INC. 


1145 East 22nd Street, Indianapolis, Indiana 


Jobbers Everywhere—Canadian Distributor, L. H. Packard & Co., Ltd., Montreal, Que. 
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MEN WHO TRAVEL 
KNOW THE BEST 











Look for the 


“D” 














United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





[| 





When writing advertisers please mention Boot and Shoe Recorder 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 7, 1933 






















his eye. He gratefully accepts the added 
comfort and perfect fit that comes with 
; the Tread Straight features. 


| | S Your young man about town 
a 

“=-@ sees only the smart style of these 

x Brownbilt Tread Straight Shoes. 

ee He buys them because they please 


Your older men customers, and those 
with tender or weak feet, buy them for 
their Tread Straight features, happy that 
; such delightful foot freedom comes in 
: such good-looking shoes. 


Thus you can make one stock do the 
work of two, and greatly increase turn- 


B ro WwW n bile over and profits. It’s being done by some 


of America’s smartest men’s shoe mer- 


: or: 
4 TREAD STRAIGHT chandisers. Write for further details. 


; ag? os? Www aoe Gowisgarnay 





Shoes for Men 
“They lead a dual life” 


Manufacturers — St. Louis 
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years. 


under my control. 


thinking about. 





TO THE EXECUTIVE WHO IS FACING 
A RETAIL-SALES PROBLEM 


You may b2 Icokiag for a shceman cf my caliber who possesses 
as | do iniensive experience. | directed the activities of a chain 
of shoe stores and leased departments for one company for fifteen 


The activities involved buying, merchandising and selling, not 
only of shces but also of hosiery and bags. The publicity was 
planned and directed by me, and the perscnnel and expense were 


It looks as if | had much to do, but when you make inquiry 
of the company with whom | was associated you will learn 
of my ability, my judgment as to styles and styling and of my 
understanding and appreciation of promotional values. 


You will be told of my courage to be wrong occasionally and 
of my capacity for doing things, and the ease with which | 
am able to control the sales personnel and secure the utmost 
cooperation from everyone within the organization. 


The reasons for the severance of connection with the company 
with whom | was associated for fifteen years were personal and 
when given to you will without a doubt satisfy you. 


If you are looking for a shoeman of my ability, you will find 
in me a strong business mind, a rapid thinker, one who is 
energetic, progressive, enthusiastic nevertheless conservative. 


An opening with you may not be immediate, but that should 
not deter you from having an immediate talk with me. A 
conference with me may cause something to loom up in your 
mind which may result in an activity that you are not now 


4 Bot. 
c/o Boot and Shoe Recorder 
239 W. 39th St., New York City 


LARGEST 
BOOT STOCK 


in America 


For Immediate Delivery 


























Riding No matter how large or 
small your boot require- 
Field ments may be, we are pre- 
pared to take care of 
Aviation your wants. Our huge 
stock and variety of styles 
r in various price ranges 
jmee enables dealers to make 
Hunting more profitable sales to 
the satisfaction of their 
and customers. 
Accessories — Write for Catalog BS-10-7 


COLT-CROMWELL CO., Inc. 


Est. 1899 
1239 Broadway, New York City 


911 So. Los Angeles St. 
Los Angeles, Calif. 











$2.00 Retailers Out 


LYNN, MAss.—Three dollar retailers 
are replacing $2.00 retailers in the pop- 
ular grades. Novelties that were 
made to retail at $2.00 a pair last 
spring now cost $2.00 to make. Labor 
costs are up from ten to 15 cents a 
pair. One firm, making popular 
grades, figured its labor cost at 60 cents 
a pair as of Oct. 1 against 48 cents a 
pair as of March 1. So an advance 
of 12 cents a pair on the item of labor 
costs. Leather and materials and in- 
cidental expenses have approximately 
doubled, the Oct. 1 total for these 
charges being reported at about $1.40 
& pair against about 70 cents a pair for 
March 1. The total cost of getting out 
a popular novelty today is about $2.00 
a pair against about $1.18 a pair 
for March 1. The figures, of course, 
are in the rough, and vary according 
to leathers used, and style of pattern. 





Brown Gaining in Men’s Shoes 


CLEVELAND, OHI0O—Brown and vary- 
ing shades of tan are coming back in 
men’s shoes according to Allen Hol- 
brook, manager of the Cleveland Stet- 
son Shop. “I look for them to be good 
all Winter,” he says. At present 
brown shades are getting about 35 per 
cent of the call here. Narrow toes, ac- 
cording to Holbrook, are growing in de- 
mand. He advises that Scotch grain 
brogues, which were dormant for a long 
period, are commencing to sell again. 





Leaves Large Estate 


PEABODY, MAss.—Thomes S. Carr, of 
the Carr Leather Co., left an estate in 
excess of $1,000,000, according to the 
inventory filed for probate with his 
will. His son, Thomas S. Carr, Jr., in- 
herits the bulk of it. 











DATES TO REMEMBER 
GONE DRY... ce cece ae October 12 
Lo aS ae ee ... October 31 
MOIR, ooo s0 oso 56 Seog November 11 
S| November 30 


30th Annual Convention, National Boot and 


Shoe Manufacturers Association, Hotel 
Commodcre, New York........ December 4 
National Season Opening, Hotel Commodore, 
re December 5-8 
Ne Se ee: December 25 
New Veers Day ............. January 1, 1934 
National Shoe Retailers Annual Convention 
Ca Jan. 8, 9, 10, 1934 


Middle Atlantic Shoe Retailers Association, 
20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 

Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City...... Feb. 5, 6, 7, 1934 

Indiana Shoe Buyers Eleventh Annual Con- 


vention. Claypool Hotel, Indianapolis 
I oe arcsec 355i, 5 wc Feb. 4, 5, 6, 1934 
LS ae ee eRe April 1, 1934 








New Highs for Tannery Pay 

PEaBopy, Mass.—New highs on tan- 
nery wages are reported here. The 
average weekly wage in Peabody, 90 per 
cent of whose business is making leath- 
er, is $23.76 a week against $17.93 for 
26 cities of Massachusetts. More than 
80 per cent of leather workers earned 
$20 a week or more, according to recent 
survey. Minimum wages, according to 
code, are $14 a week for women and $16 
for men. 

Massachusetts tannery wages are 
from 20 to 30 per cent above like wages 
paid in other states, and are the high- 
est in the world. 


Arnoff Shoe Co. Moves 

New York, N. Y.—The Arnoff Shoe 
Co., jobbers of canvas and rubber foot- 
wear, have moved to 136 West Broad- 
way where they now occupy the entire 
building. Theodore Seidelman, sales 
manager, reports a very satisfactory 
business. 








New Nisley Store 

CuIcaGo—-Nisley’s are opening up a 
new unit at 1116 Lake Street, Oak 
Park, on Oct. 15. This is the second 
Chicago unit of Nisley’s, the first be- 
ing opened up in the Spring at 217 
South State Street. 

Irving G. Redding, manager of the 
State Street store will have the man- 
agement of the Oak Park unit; Rich- 
ard R. Battenfield will be in charge. 
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The one Certainty in the 
Style-trend of 1933-34 
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is CALLUNA KID 


The almost confusing variety of the new fab- 
rics and their new colors . . . the new silhouette 
... the new combination of contrasts, all of these 
demand a new leather. Prudish plainness is 
passé. Sparkle, like vibration, is the cry of the 
Mode. AND CALLUNA KID OFFERS 
JUST THIS! Calluna is full of life. Its heath- 
ery ribbed surface, “spotted with seeming 
splashes of sunlight”... this real genuine kid, 
in any one of three perfect duotone colors, 
emphasize and fit in splendidly with the new 
exciting ensemble. 

Designers who pick Calluna Kid will find 
that they have a medium in their hands that 
inspires new super-smart ideas. Calluna Kid 
has this quality. It is in itself an Inspiration. 

Specify Calluna Kid — you will find that 
women respond quickly. They can’t help it. 
The style changes are so definite this season 


and so varied that the fashionable woman will 
be glad to find one certainty in the many, many 
elements of her 1933-34 ensemble. This cer- 
tainty is Calluna Kid. 

Calluna Kid has six points in its favor. 1. It 
is the latest and most unique development ever 
made in Kidskin. 2. It has the appearance ap- 
peal of a “heathery” tweedy fabric. 3. It has 
the wearing qualities of the genuine kid that it 
is. 4. Its ribbed effect and its harmonizing duo- 
tone colors make it the perfect-touch for the new 
ensemble. 5. Style critics and the makers of 
high fashion shoes are everywhere enthusiastic 
about it. 6. It can be so satisfactorily manipu- 
lated and sets off any item so well that it is re- 
ceiving fine favor not only in shoes and hand- 
bags, but it is being featured in leather coats, in 
belts, in “jockey” caps and in a host of other 
costume accessories as well. 


SURPASS LEATHER CO. 
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WHERE TO BUY 


Women’s Shoes 
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FLEXIBILITY Becomes more 


necessary in shoes as the demand 
for higher cut style increases. 


Chara Bore 


is made by a pat- 
ent flexible proc- 
ess. The materi- 
als used are more 
pliable. 








Write for some of our testimonials. 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINNESOTA 








HANNAHSON’S 
POPULAR 
SATINS 


“ae 


84036 Black Satin Biack Satin (open toe) 
64038 White Faille 54056 White Faille (open toe) 
19% /8 Louis Heel—42 Last 
weaey TE FOR CIRCUL an 
ERMS 2% 10 DAYS, NET 


HANNAHSON'S. SHOE. CO. 


HAVERHILL MASS. 











ORIGINAL 


Dish, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 

























KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 
IN STOCK 
No. 156 Black 
Kid $2.25 


No. 401 Black 
Kid $1.75 








SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 








Boot AND SHOE RECORDER 
combining THE SHOE Reraitae, Oct. 7, 1933 


JAPANESE PRINCE AND SHOE RETAILER SHIPMATES 





On board ship—Kaoru Shinohara who is making an extended trip around the world picking 

up ideas relative to operating his large shoe store in Tokio is shown here at the extreme 

left, during a pause in a shuffleboard contest. His partner, second from the left, is none 
other than Prince Tokuqawa, member of the Japanese royal family. 





Alligator Shoes Active 


CuicaGo—Suedes are the volume 
sellers and will probably continue to 
be until Nov. 1 at Marshall Field & 
Company’s, according to the report 
here. Then will come the reptiles. Al- 
ready there has been an active demand 
unsual so early in the season for alli- 
gators, due, doubtless, to the fact that 
the rough, nubby Fall fabrics style up 
especially well with this leather. Alli- 
gator stock has already been resized, 
is the report. 

Blacks and browns are, of course, the 
leaders with some small demand for 
blues for matching costumes. Eel gray 
continues to keep up in a bigger way 
than Chicago retailers generally had 
anticipated, making a constant resizing 
in this popular shade necessary. A 
neutral gray which harmonizes with 
black, brown and blue as well as with 
gray has been particularly a_ best 
seller. 

There is some demand with the clien- 
tele of this house for satins to wear 
for the afternoon and an active de- 
mand for evening slippers of this fab- 
ric. But it is thought here that faille 
in combination with satin or crepe will 
be the volume sellers for formal wear 
as the society season progresses. 

Leather heels are coming back strong. 
Heel heights in volume selling are 17/8 
and 18/8. In typical walking shoes the 
popular heel is 16/8. 

Volume selling with this house is in 
shoes at $12.50. 








Rubber Sales Started 


CLEVELAND, OHIO—A dash of rainy 
weather in late September brought out 
an early demand for rubbers. Chil- 
dren’s sizes found a particularly good 
call. Galoshes and other types for 
cold weather wear have not been dis- 
played yet but one local merchant ad- 
vises he has already received several 
inquiries despite warm days. 

Increased employment in Cleveland 
is looked upon by shoe men as an in- 
dication of a bigger rubber turnover 
this year. There will be less necessity 
of sales and other stimulants, they be- 
lieve, and profits should be conse- 
quently better. It is expected that rub- 
ber promotion will start early. 

There are several factors which pro- 
vide optimism on the market. In 
Cleveland more automobile owners are 
riding the street cars as an economy 
measure and this means more walk- 
ing between transportation and desti- 
nation. For another thing the bare 
shoe habit appears to be losing its pop- 
ularity and people are thinking in 
terms of practical protection and com- 
fort. An early beginning and a linger- 
ing end to the Winter of 1932-33 will 
make the retail trade of Northern Ohio 
more Winter conscious this year with 
the result that purchases will be an- 
ticipated in advance. A general loosen- 
ing of the pocketbook also augurs well 
for improved business, 
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AS Ms 
MODERN J 


AS TODAYS FASHION 
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Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 

















UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Men’s Shoes 
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“HIGHEST GRADE 
|__EAST WEYMOUTH, MASS.U-SA.___| 








The 
Cds =~ SHOE 


MEN’S FINE SHOES 
OLD COLONY SHOE CO. sneenzen 


RK BOSTON 
maeclage Bide. ® 10 High St. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 

















Early Ordering Vital 


Boston, MAss.—The code week of 40 
hours, instead of 48 as formerly, is 
causing New England manufacturers 
to refigure their production schedules, 
and the consequence of the figuring is 
the request by some firms that orders 
for future shoes be placed earlier than 
formerly. The code week clips off eight 
hours from the week’s production. It 
figures out to 32 hours for a work 
month of four weeks, and 400 hours 
for a work year of 50 weeks. The 
change, of a fundamental sort, has 
come to stay under the code. There’s a 
ban against overtime work beyond a 
certain degree. : 
get much of an overtime production 
when shoes are wanted at once. Hence 
the plea for early orders, so that manu- 
facturers may have more time for mak- 
ing them up under the code. Many firms 
have installed additional equipment, and 
have put on additional workers. But 
this precaution does not take care of 
the new situation entirely. There are 
certain limitations of the economy of 
business administration, that restrict 
additional equipment and _ workers. 
Early ordering would enable many 
firms to get out good shoes, and also 
would help to keep the prices down. 


So it’s impossible to | 


To Maintain Foot Posture 


BostoN—With two pieces of rubber, 
H. L. Whitman, resident of Bridgewat- 
er, Mass., and nationally known as a 
foot expert, has fashioned what he calls 
the “Posture Foundation’—a device 
built into the shoe, and designed, in 
the language of the inventor, “to cre- 
ate and maintain natural, even align- 





H. L. WHITMAN 


ment of the feet, to prevent so-called 
flat feet, to relieve muscle strain and 
pressure on the nerves of the feet, and 
to relieve tired legs.” 

Posture Foundation is patented, title 
to the patent is vested in Posture Foun- 
dation, Inc., with offices at 683 Atlantic 
Avenue, Boston, and a number of well- 
known manufacturers have been li- 
censed to build it into their footwear. 
Among them are the Stetson Shoe Com- 
pany, Inc., of South Weymouth, Mass., 
the Walter Booth Shoe Company of Mil- 
waukee, L. B. Evans’ Sons Company of 
Wakefield, Mass., and two makers of 
rubber-soled canvas shoes—the Hood 
Rubber Products Company of Water- 
town, Mass., and the B. F. Goodrich 
Footwear Corporation of Akron, Ohio. 

As described in trade literature, 
“Posture Foundation is made of two 
pieces of rubber for use in each shoe 
on the inner border.” Fitted together 
in the shoe, they extend along this inner 
border from the back of the heel to 
the ball—the heel part being made of 
hard rubber and the arch portion of 
resilient rubber, both so graduated in 
thickness that most support is given to 
|that part of the foot directly below 
the ankle bone. 

Support at this point, says the in- 
ventor, means support for the three 
bones “that do the major part of sup- 
porting the foot. When the foot mus- 












« WHAT'S NEW IN THE TRADE > 


Products, Promotions, Inventions and Ideas 








cles, tendons and ligaments become 
weak, these three bones roll toward the 
inner border of the foot which then 
caves in and drops down. Hence the 
flat foot, or fallen arch. The place- 
ment of the thicker side directly below 
the inner border of the three bones pre- 
vents the rolling inward and, by caus- 
ing the roll toward the outer border, 
keeps the bones in their proper posi- 
tion.” 

To people with troubles ascribable to 
a weakened foot structure, Posture 

Foundation is designed to bring great 
relief. Normal feet will be kept nor- 
mal and allowed to function as Nature 
intended. 

_ Proof of the correctness of its prin- 
ciple was established, it is claimed, “by 
thoroughly successful tests upon a great 
variety of types of feet, normal and 
otherwise. It embodies in one practical 
device the principles that have been 
preached as correct by leading ortho- 
pedists, osteopaths and others.” 

Posture Foundation can be made a 
part of any of the accepted shoe-mak- 
ing processes. In welts it is wedged 
into the split innersole. In turns, 





OUTER BORDES 





Showing the front and back pieces of Posture 
Foundation as they are in the sole of the shoe. 
The two points lettered A are the thickest por- 
tion of the foundation and give support to that 
portion of the foot directly beneath the inner 
ankle bone. 





McKays, Littleways and cemented 
shoes, it is cemented beneath the sock 
lining. In rubber-soled canvas shoes, 
it is vuleanized beneath the innersole. 

Mr. Whitman is an experienced shoe 
man as well as a thorough student. He 
has sold shoes at retail and on the 
road; he has done educational work 
throughout the country in promoting 
the sale of a highly specialized anatomic 
shoe; and he has studied with eminent 
orthopedic surgeons, not only in their 
offices but also in hospitals. He has to 
his credit, furthermore, the origination 
and manufacture of a nationally known 
line of orthopedic footwear for chil- 
dren. 





Reed Branch in Youngstown 


YOUNGSTOWN, OHI0O—Reed’s, an ex- 
clusive shoe store for women, has been 
opened at No. 1 Hippodrome Arcade. 
New shop is attractively appointed and 
all stocks are new. 


WEE? pF in’ gs 
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STYLE and QUALITY 


will be essential in 1933 Fall and 
Winter Footwear. 


Celastic Box Toes always assist in 


providing these important factors. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
infants’ Seft Seles...6-3 


intermediates ........ 1-8 
Flexible Hard Seles. ..2-8 
Send for In-Stook 
Oatalog 





MRS. DAY'S IDEAL BABY 
SHOE CO. 
Danvers, Mass. 











i i eli eli edhe eli alia pelle eli alli ein ein) 


WHERE TO BUY 
Work Shoes 
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WHERE TO BUY 


Hostery Protectors 
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SHOE Ra HOSIERY 


everywhere 
baliding "pret and goodwill 





WALK.-EZE 
Stecking Protectors 
They Sell 


Themselves 
~~ 3 WALK-EZE’S are 
nated Kemi- 
e non-injurious 
jurabl 


Su ode—th 
LK te mie and 
itpreof. 


Sizes for Women, 
Men and Children 


Protected by 
eat aeeee 
Order from your jobber er CAN. 281021 
WALK-EZE Sales Offces.Stamped on every pair. 

Executive Office, Syracuse, N. Y. 
NEW YORK: 1141 Broadway 


CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Antoine St., Montreal 

















Lawton Has Delman Salon 


CINCINNATI, OHIO — The Lawton 
Company, Fourth Street, a women’s 
wearing apparel shop, has opened a 
shoe salon in which the Delman hand- 
made shoes are featured. 

The shop is handsomely arranged 
and decorated with the air of a private 
drawing room and expert shoe stylists 
are on hand to show or fit exclusive 
models. Its location on the street floor 
makes it especially convenient for 
shoppers. 


An Appraisal of Hours 


New York—Declaring that the re- 
tail code, now in the hands of the 
President for approval, stands for 
something historically which we are 
too close to now for exact appraisal, 
yet most certainly must be viewed as 
an advance to new frontiers in distribu- 
tion, Ward Melville, president of the 
National Council of Shoe Retailers, 
this week analyzed the code as it will 
affect the small store owner, and pre- 
dicted it will mark the passing of many 
abuses in retailing. 

In the thick of code negotiations from 
the date of the first hearing in Wash- 
ington, Mr. Melville said at the start 
that if many thousands of small mer- 
chants were to escape economic death, 
some compromise would have to be 
reached between what the NRA would 
like to see the small store contribute 
to recovery and what the small store 
could afford to contribute and still re- 
main in business. So he advanced the 
idea of a sliding scale of maximum 
work hours based upon the hours of 
store operation, as a method of shorten- 
ing hours which would be fair and 
equitable for the large short-hour store, 
the medium-hour store, and the small, 
long-hour store. 

This “hours differential’ proposal 
won immediate support from all classes 
of small retailers. Subsequently, fol- 
lowing the presentation of the Coun- 
cil’s brief showing that approximately 
50 per cent of the small, long-hour 
store’s volume of business is obtained 
after 5 p. m., and that if deprived of 
their evening hours, these stores could 
not hope to operate profitably, the slid- 
ing scale was incorporated in the code 
accepted by Deputy Administrator 
Whiteside. Under it hours of labor 
were fixed at 40 hours for stores open 
to 55 hours weekly, 44 for stores open 
from 56 to 62 hours weekly, and 48 
hours for stores open over 63 hours a 
week. 

Next in importance to the graduated 
hours of labor provision, which Pro- 
fessor Paul H. Nystrom, of Columbia, 
and many other experts on distribution 
believe will preserve the present basis 
of competition and forestall any im- 
portant shift in buying habits, Mr. Mel- 
ville placed the “stop loss” provision 
to halt predatory price cutting. 

“The strange thing about the discus- 
sion of this provision,” he said, “is 
the widespread belief that it constitutes 
either ‘price fixing’ or ‘price control,’ 
neither of which is correct. The pro- 
vision simply means that a few retail- 
ers who have practiced deception upon 
the public by marking certain goods be- 
low cost in an effort to convince it that 
all goods are sold at similarly low lev- 
els, will no longer be permitted to in- 





dulge in this practice. 
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RETAILING UNDER THE CODE 


and Stop-Loss Provision 


By Ward Melville, President National Council of Shoe Retailers 


“In other words, no store will be 
allowed to penalize customers on the 
great majority of purchases made at 
swollen prices simply because certain 
‘loss leaders’ are sold to a small minor- 
ity at ‘come on’ levels. The ‘stop loss’ 
provision in the code really means ‘stop 
loss leaders,’ and its effect cannot help 
but benefit both the retail merchant 
and the consuming public.” 

Designed solely to meet an emer- 
gency, and pull the country out of the 
depression, the recovery program is 
doing an even more important thing, in 
Mr. Melville’s opinion; it is effecting a 
long time realignment of industrial 
and social forces. And he declared his 
belief that business and labor, under 
the codes of fair competition, will write 
a brilliant chapter of co-operation 
under the New Deal to lift employment 
and purchasing power. 

“In the immediate future,” he con- 
tinued, “prices are a vital factor. For 
if prices go up too fast and too high, 
they will get beyond the reach of 
wages, salaries and industrial purchas- 
ing agents, and a setback to recovery 
will occur. The benefit to labor of rais- 
ing minimum wages may be cancelled if 
prices go too high, for if that occurs 
increased money may mean an actual 
decrease in real wages, or buying 
power. Similarly, the benefit to em- 
ployment brought by shortened store 
hours may be lost if the cost mounts 
too high for the owners of these stores 
and they are forced to go out of busi- 
ness, throwing still more workers out 
of jobs.” 

Mr. Melville said it was in consider- 
ation of all these factors that the Coun- 
cil submitted its exhaustive brief on 
operating costs and store hours of the 
small unit stores, the present rentals 
for which are all based upon the as- 
sumption of long operating hours and 
neighborhood buying habits. He said 
that to disturb the ratio of the hours 
of operation of these stores to other 
and larger short-hour stores would 
sound the death knell of the small 
merchant. 

He paid a tribute to his associates in 
the Washington negotiations, Messrs. 
James Wright, M. L. Friedman, L. B. 
Sheppard and F. A. Miller, and to the 
National Shoe Retailers Association 
and its able leaders, declaring that the 
entire industry is indebted to them for 
their able and arduous work on the re- 
tail code. 


Hunt & Whitaker Moves 


JACKSON, Miss.—Hunt and Whitaker 
for years located at 206 North Farish 
Street has moved to large quarters at 
North Farish and Amite Streets, ac- 





cording to George Hunt. 
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KENT 
AUTOMATIC 
GARAGE NEw york 


The last word in convenience and safety 
for your car ... occupies its own par- 
ticular compartment . . 








feature 
Unusually Comfortable Rooms 














service. 








Tel. Murray 





Human 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 


Your Car Is Never Touched by 


i - offers every and the 
opportunity for storage by the hour, th 7 
day, the month . . . with or se a Finest of Foods 





Hill 2-0460 


Hands 








45th-STREET and BROADWAY 





VE FOUND Just think... mod- 

THE BEST F 
7 (4 HOTEL VALUE ern, new hotel, in the 
a ye —heart of New Yerk— 
\ 200 feet from. Broad- 
a way, on: 45th Street. 
A room and bath for one, 

$2.50; for two, $3.50. 


1 #4 PICCADILLY 


WILLIAM MADLUNG, Mng. Dir. 


NEW YORK 





De Witt Operated Hotels 


Heart of their Respective Cities 





$2.50 Single, $3.50 Double 







are Located in the 











Animated Window Figures 


Moon Mullins, Orphan Annie, Andy 
Gump and other popular Sunday news- 
paper comics have come to life in the 
form of animated figures for the win- 





dow, or inside-of-the-store attractions. 
The Adler-Jones Co., Chicago, present 
these figures in sturdy, heavily rein- 
forced papier mache. All characters 
are richly oil-colored and average about 
40 inches high. Each character has a 
new, improved electrically driven mo- 
torless mechanism that operates on 
D.C. or A.C. current. All bearings 
are oil-less and smooth-running. The 
illustration shows Moon with brother 
Kayo. Moon moves his right arm at 





the elbow, trying to light his cigar, and 


Kayo bends over, tries to blow out the 
match. 





Repair Dept. Increases Sales 


GREELEY, CoLo.—“The Shoe Doctor,” 
an experienced repair man having a 
large local following, has brought the 
Harbaugh Shoe Co. a- sales increase 
of better than 10 per cent since he was 
employed a short time ago. 

The only shoe store in Greeley hav- 
ing a repair department, the Har- 
baugh firm is getting a large share 
of this business, and naturally the fre- 
quent calls of customers lead to addi- 
tional sales. The repair department 
has had a particularly stimulating ef- 
fect on sales of seasonable and novelty 
numbers. Very often a customer com- 
ing in to have a pair of shoes repaired 
will see some special article that would 


‘fit in well with her wardrobe and buy 


it. And in some cases repair sales are 
converted into shoe sales. If a repair 
job will be especially costly, the cus- 
tomer may decide to buy a new pair 
of shoes instead of having the old: ones 
fixed. 

The department is owned and oper- 
ated by the store through a repair 
man. The company furnishes all ma- 
terials and takes 60 per cent of the 
proceeds, the repair man getting 40 
per cent for his labor. 

In opening the department store man- 
agers took great care to select a man 
who had formerly been in business for 








himself and had a good following of 
quality trade. The department is 
played up in window showcards and 
newspaper advertisements. “The Shoe 
Doctor” is the clever, attention-arrest- 
ing name given the repair man. 


N.S.R.A. Appoints Reuben Metz 


New York— Announcement was 
made on Oct. 2nd that a special meet- 
ing of the Executive Committee of the 
National Shoe Retailers Association, 








REUBEN METZ 


was held in Chicago on Sept. 22nd, 
when Reuben Metz, secretary-treasurer 
of the association, was selected to take 
charge of the Chicago office, as tem- 
porary manager, succeeding James H. 
Stone. Mr. Metz will serve until such 
time as a new manager is selected. 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS 
IN STOCK 
Black Kid 
2600, Ist grade, $1.35 
£609, 2nd grade $1.20 
Brooks Shoe Mfg. Co. 
Swanson and Ritner Sts. 


Philadelphia, Pa. 
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\WHERE TO BUY 
Shoe Trees 


SO 






Self Adjusting Shoe Trees. 
A gentle squeeze inserts or 
Write for unique 


SIMPLEX SHOE 
TREE COMPANY 


105 W ADAMS $T CHICAGO 
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WHERE TO BUY 
Pullman Slippers 


id 


foLkece. 


MARK 





TRADE 





$1.50 to $3 


immediate 
Delivery 


Shoe Co., Inc. 
Baltimore, Md. 








2201 Asquith St. 





New Corrective Shoe Store 


MEMPHIS, TENN.—Another unit has 
been added to the chain of Orthopedic 
Shoe Stores Co., Inc., which is located 
at 8 North Main Street, this city. 

C. R. Morgan, formerly connected 
with the old Cantilever Shoe Store, lo- 
cated at 123 So. Court Street, has been 
appointed manager of the new store, 
which will carry, in addition to Canti- 
lever shoes, Ground Gripper and Kah- 
ler shoes. 











TRADE LITERATURE 
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Football Theme Glorified 
| The latest Nunn-Bush catalog of 


| Fall shoes now in the mails, is an out- 
| standing printing, pictorial and shoe 
| informative piece of work. The theme 
| is Football. An embossed stock re- 
| sembling pigskin is used for the cover, 
| while a football is apparently soaring 
| in mid-air. Throughout the booklet 
| are numerous photos of szenes of foot- 
| ball games between the various colleges. 
| Human interest is maintained by the 
| showing of many of the well-known 
| coaches. 

| The purpose of the book is to show 
| off the product of the Nunn-Bush fac- 
tory to best advantage. This has been 
accomplished in a mighty fine manner, 
| for the shoes stand right out against 
| the background of this popular sport 
| theme. This is due in a large measure 

to the excellent printing job. 








Canadian Leather 
Products Guide 


The 1934 edition of Fraser’s Leather 
Products Directory, covering the entire 
Canadian industry, including boots and 
shoes, leather supplies and leather 
using industries and all allied lines, 
manufacturing, wholesale and retail, 
has just been issued by the Fraser Pub- 
lishing Co., Montreal. 





4 NEW LINES > 





J. & M. Introduces Boys’ Line 


Newark, N. J.—A complete line of 
boys’ shoes has been added by Johnson 
& Murphy which will round out and 
complement their already famous line 
of men’s high grade footwear. This 
new line, by patterns, styling and lasts, 
will in a large measure follow the men’s 
styles. The shoes do not carry the 
usual juvenile appearance of many 
boys’ lines. The real innovation in this 
new J. & M. addition is in the last de- 
signing, for all the lasts are worked 
out from a new angle and are not 
men’s lasts stepped down. These shoes 
have considerable more spring than the 
usual boys’ lasts, a tendency which is 
in keeping with the newest men’s styles. 

Johnson & Murphy made boys’ shoes 
a number of years ago, so the venture 
is not a new one for this firm. The 
new line will be marketed under the 
J. & M. name and will be handled by 





the firm’s regular salesmen. Precisely 
the same workmanship and leather will 
be used in the boys’ line as is now used 
in the men’s. 





Joins Advertising Assn. 


New York, N. Y.—Two shoe manu- 
facturing companies, The Florsheim 
Shoe Company, Chicago, and The Gen- 








eral Shoe Corporation, Nashville, 












Tenn., have recently joined the Asso- 
ciation of National Advertisers, Inc., 
according to an announcement from 
that association. 

Harold S. Florsheim, vice-president 
and secretary, will represent his com- 
pany in the A.N.A. 

C. P. Clark, vice-president of Gen- 
eral Shoe, will be the A.N.A. repre- 
sentative from his company. 


Goldstein Heads Portland 


Retailers 


PoRTLAND, ORE.—At the monthly 
meeting of the Portland Shoe Retailers 
Association, Harry Goldstein was 
elected to serve as president during the 
ensuing year. Other officers named 
were Henry Waters, vice-president; 
Oscar Olham, treasurer, and Dr. J. M. 
Ingalls, secretary. 








To Open Branch 


BALTIMORE, Mp.—Joseph Littlebaum, 
plans to open a shoe shop at 945 West 
Baltimore street. He is now operating 
at 935 West Baltimore street under the 
trade name of Little Joe’s Shoe Shop. 











 Ditman 


i - reveal fall noo 
beautifully tepreted 








The above reproduction of Famous-Barr ad- 
vertisement in the St. Louis Globe-Democrat is 
attractive, yet it is a simple layout. There is 
evidently a market for very fine shoes in the 
Middle West as you will note by the prices and 
the name of the maker of these shoes. 
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Coming to 


NEW YORK? 


If so, come to 
the Victoria. In 
the very center 
of the city... 
yet quiet, restful. 
With a manage- 
ment that likes 
to make you 
comfortable. 


DAILY RATES 


Single: $3 to $4 
Double: $4 to $6 
Suites: $9 to $16 





cheerful, 


York today! 


All rooms have pri- 
vate bath (tub and 

shower), radio, servidor, 
and circulating ice water. 


ROY MOULTON 


Manager 
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The unusually large rooms... 
efficient service .. 
bined with exceptionally low rates for 
such quality ... 
the outstanding hotel value in New 


ICTORIA 


51st Street and Seventh Avenue 
New York City 





the 







- com- 


| 
make the Victoria | 
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CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RO7. 
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ILLINOIS COLLEGE 


OF CHIROPODY 


AND FOOT SURGERY 


Students in Famcus 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 





Illinois College of Chiropody and Foot Surgery 
327 North Clark Street 


Chicago, Illinois 

















4 FACTORY CHANGES } 





Hanan-Smith in Agreement 


Robert W. Hanan, President of 
Hanan & Son, Inc., announces that 
Hanan & Son, Inc. and J. P. Smith 
Shoe Company have entered into an 
agreement under which Hanan Welt 
Shoes will hereafter be manufactured 
in the Smith plant at Chicago. The 
necessary machinery, equipment and 
personnel are now being transferred to 
Chicago from the Hanan plant in 
Brooklyn. 

In making the announcement, Mr. 
Hanan said: “In the Smith plant, 
Hanan Shoes will be made over Hanan 
lasts and patterns and to Hanan spec- 
ifications. They will be made under 
the supervision of the superintendent 
and other craftsmen who have been 
with the Hanan organization for a 
number of years.” Mr. Hanan also 
stated that he would give to the pro- 
duction of these shoes his personal at- 
tention and that the Hanan trade mark 
would never be put on any product 
other than the recognized Hanan high 
quality. 

The Hanan plant in Brooklyn will 
continue for the present, it was an- 
nounced, to manufacture Women’s 
Turned Shoes with the same machin- 
ery, equipment and personnel as here- 
tofore. 





For many years the Hanan and 
Smith families have been prominently 
identified with the manufacture of high 
class shoes in this country. They have 
long maintained a close personal rela- 
tionship, and this has made possible 
the present arrangement. 





Joins Fleischer Staff 


CANTON, OHI0O—Jack Rogers, for 
many years identified with the retail 
shoe trade here, proprietor of an ex- 
clusive women’s store of his own for 
several years and until recently man- 
ager of the Canton Shoe Store here, 
after being identified a short while 
with a retail shoe firm in Dayton has 
returned to Canton and is assisting 
with the removal sale of the Fleischer 
Shoe Co., Market Ave. N., which will 
move soon to its new location on the 
public square. 


Spokane Retailers Elect 


SPOKANE, WASH.—The Spokane Re- 
tail Shoe Dealers at their monthly meet- 
ing elected Arthur Schulein as presi- 





SHOES ARE SHOZ 


More than one way to spell shoe—for instance, 

sho, shoo, shough, shew, shue—also, for plurals, 

shooes, schos, shoz, shoys, shewes, showys, 

shooys, sheuz, and schoez. One can find them 
all in the records if he digs. 











dent; Leslie Critzer, vice-president, and 
Otto Warn, secretary. Stuart A. Rice, 
of the Spokane Chamber of Commerce, 
interpreted the code for the 25 members 
present. 


Swing to Lower Heels 


CuHIcaAGo—Lower heels for women, is 
the report at Feltman and Curme’s. 
Women keep asking for them and the 
volume selling this season is in heels 
16/8 and below. 

Suedes are, of course, the big sellers 
right now, although practically every 
type of shoe is selling with this house, 
according to F. L. McNutt. The best 
individual seller, however, is the plain 
suede pump. The demand for patent 
leather is mostly limited to pumps. 
Blacks, browns, some grays and a few 
blues tell the color story here. 

There is a very active demand for 
the growing girl type of shoe. These 
are usually a sports oxford with some 
sort of a fancy trim or swanky touch. 
Both high school girls and the college 
co-ed are more and more discarding the 
stilt heel models for school wear and 
are bestowing their favors on the 
sturdy sports models. 





New Department Store 


CoLUMBIA, PENN.—A new depart- 
ment store having a good shoe section 
was opened here on Sept. 26 by S. 
Cohen & Co. 
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WHERE TO BUY 
Spats 
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selection of fabrics, col- 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Ww. S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

In Stock—Men’s Full Leather Lined 
Handturned Slippers 


Priced from $1.75 


Kid Pullman Slippers 
colors and black with 


Snap Pocket $1.35 
Zipper Pocket $1.50 


i i iil 


WHERE TO BUY 


Bowling Shoes 
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PROFESSIONAL BOWLING SHOES 
Combination Soles Price, Men's $2.40 
Women’s $2.25 


Oxfords 5c less 
Right Foot 







Sole—Rubber 
Heel 





Style No. 224 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 











New Retail Company Formed 


CLEVELAND, OHIO — Benfel Shoes, 
Inc., has been chartered to engage in 
the retail shoe business. Incorporators 
were Ben Berkman, Kathlene Eliott 
and Peter E. Klein. 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 7, 1933 








« ON THE SELLING END P 


News of the Travelers and Sales Activities 








Nathan J. Levy Promoted 


At a sales meeting of the Irving 
Drew Co. at the factory in Portsmouth, 
Ohio, E. A. Drew, vice-president in 
charge of sales, announced the appoint- 
ment of Nathan J. Levy as sales man- 





NATHAN J. LEVY 


ager for the eastern territory. The 
following states will be under the sales 
supervision of Mr. Levy: all of New 
England, New York, Delaware, New 
Jersey and the city of Philadelphia. 

The following men are now in their 
territories: Jack Friedauer, New Jer- 
sey and upstate New York; Samuel H. 
Alderman, Brooklyn and Long Island; 
Al Mayer, Philadelphia; Warren F. 
Kolkebeck, New England, Philadelphia 
and New York City, and Jack Hollen- 
berg covering New York upstate from 
Albany west and north to Canada. Wal- 
ter H. Oberman will be at all times in 
attendance at the New York office, Mar- 
bridge Building. 

Warren F. Kolkebeck is a newcomer 
to the Drew sales organization and he 
is taking the territory formerly held by 
the late Jack Winsor. 





Finds Retail Stocks Low 


BeLoit, Wis.—Speaking of present 
conditions in the retail shoe business, 
as he finds them on the road, Swanee 
Swanagan of Freeman Shoe Corpora- 
tion said: 

“Business is spotty—one town is 
breaking records and the next finds 
things just fair. The number of cities 
where substantial increases have been 
made shows that shoes are being sold. 
Merchants have forgotten what a 
“stock” of shoes looked like, so when- 





ever you hit a spot where business has 
been brisk, it’s just like selling an 
opening order. 

Every dealer has been thinking in 
terms of a minimum stock-skeleton size 
runs—and very limited variety. The 
house thought that I oversold my deal- 
ers in the week before prices were ad- 
vanced. When falling selling started 
these dealers had to write in for their 
‘future’ shoes to take care of it. In 
one case, a dealer thought he had cov- 
ered on 223 as far ahead as Spring, and 
within the past few weeks he has used 
his September and October orders and 
has mail ordered on this style. 

“Sport shoe buying for Spring will 
be heavier and earlier than ever before. 
Sport shoe sales have been growing: 
year after year—and every season the 
dealers have under-estimated their 
needs. They are going to set their 
anticipations closer to what their re- 
quirements will be. They are not going: 
to be caught short next season.” 





Some Doing Good Business 


“When they have sizes and styles to- 
show, dealers are now doing a nice- 
business in almost every section of my 
territory,” declared Harlan Rhoades,. 
traveler for the Julian & Kokenge Co. 
He has just returned from a fill-in trip. 
of three weeks in Ohio and Indiana and 
finds that dealers if they are able to- 
show proper merchandise can sell shoes 
in considerable quantities. But the- 
dealer who is short of sizes in any of 
the popular colors or leathers can not 
expect to do business now. 

As an example of the public trend,. 
Mr. Rhoades cited a store which had. 
been operated with short stocks for the- 
past five or six months. Recently the 
ownership changed and with a com- 
plete stock the store has been making- 
gains of from 40 to 65 per cent. 





To Start Mexico Branch 


AUBURN, N. Y.—W. J. DeWitt, pres- 
ident of the Shoe Form Company, has 
left for Mexico City, Mexico, where he 
is establishing a manufacturing branch 
of his company for the production of 
Fairy Shoe and Hosiery Forms. He 
was accompanied by Mrs. DeWitt and 
son, Frank DeWitt. The party is driv- 
ing to Bronwsville, Texas, from which 


point they will proceed by plane to. 


Mexico City. 

Frank DeWitt, who for the past year 
has been at the Auburn factory learn- 
ing the business, will supervise the in- 


stallation of the special form-making - 


machinery. He will probably spend 
several months in charge of the new 
plant. Mr. and Mrs. DeWitt will spend 


10 days to two weeks in Mexico City - 


before returning North. 
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THE ARISTOCRAT OF FLEXIBILITY 




















warns 





This modern shoe, distinguished 
for grace and flexibility, is made on 


standard WAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility ). 





The outsole may be attached by chain 





stitch, lock stitch, or by cement. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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CLA/WIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. e 6¢ 























SALESMAN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








Wan TED SALESMEN with established 
territory to carry as sideline on commission 


basis, full line ladies’, men’s, children’s house 


and boudoir slippers. Liberal commission. 
Address D-494, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. 








HELP WANTED 


ANTED: Foot specialist—-Must be school 
of Chiropodist graduate. Communicate with 
O’Donnell-Seamens Company, Ironwood, Mich. 














AVING given up my retail shoe business, I 

feel that I can show good results as man- 
ager or well experienced salesman in men’s, 
women’s or children’s store. I am 38 and of 
good appearance. Charles Weisel, 913 Forest 
Ave., Bronx, N. Y. 


HOE SALESMAN, married, age 26, 812 

years of experience, 34 years as manager 
and buyer of small family ‘shoe store. Still em- 
ployed as manager, but desirous of connection 
with reliable chain or department store. The 
right connection is more important than immedi- 
ate salary. Address D-496, care Boot & Shoe 
i - a 239 West 39th Street, New York, 
Ne. Be 

















SALES MANAGER WANTED 


ALES MANAGER WANTED-A man thor- 

oughly capable of building up a selling or- 
ganization to handle general trade, one ac- 
quainted with stitchdown or children’s shoes 
preferred, must be capable of styling. Address 
D-495, care Boot & ?— . ee 239 West 
39th Street, New York, 











POSITION WANTED 


PORTING Shoe Manufacturers!! A man 

who has a headful of good practical ideas 
which have not been tried out as yet, relative 
to construction and styles of shoes at popular 
rices, can be reached by: Address D-489, care 
oot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








Y services are available as buyer or man- 

ager of a good shoe department in walking, 
orthopedic and sport shoes, men’s and women’s. 
I have made an intensive study of othopedic 
shoes and know every detail of the sport shoe 
business Address D-490, care Boot & Shoe 
Recorder, 239 W. 39th Street, New York, N. Y. 


XPERIENCED SHOE BUYER—At present 

employed, available on reasonable notice as 
buyer or assistant with reputable concern. Salary 
secondary consideration. Will go anywhere. 
Address D-497, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





HAVE covered Pennsylvania and Southern 

New Jersey for the past 12 years with a well- 
known house and have a very good following. 
Right now I am looking for a medium grade gen- 
eral line of shoes or a men’s dress and work 
shoe line, or a good strong line of men’s and 
boys’ shoes, or a line of medium priced misses’ 
and children’s. I know this trade well enough 
to know that I can produce real results. Edward 
McComb, 2638 North 11th Street, Philadelphia, 
Pa. 








LINE WANTED 


| NTERESTED in buying Dr. Scholl’s close- 
out lots of arch supports. Address D-488, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








MERCHANTS’ NEEDS 








New /mproved 


Pory Cup 


for Price Tickets 























436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 











WE BUY 
Entire or Surplus Wholesale and Retail 
8 s. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 
IRVIN RUBIN 
“The House of Jobs’ 
88 Reade St. Cor. Church 
New York City 
Phone Barclay 7-7887 











WANTED: Ladies’ medium priced line of 
novelties and line of Boys’ shoes for New 
England. Address D-477, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 





LIVE wire salesman desires women’s novelty 
or children’s line for New York City. Com- 
mission basis. Address D-498, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
nm: 2. 


Buyers of Surplus Stocks 


We w'll buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 














Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. ‘ 

& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 
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Advertising man to conduct sales and —_ Tilt : song l 4 

ald Set eee a f i RTHOPEDIC shoe man, fifteen years’ experi- oo ee ere a 

sell shoes. Family shoe store of lower ence, desires position with retail concern. M. D. POLLINGER CO. Holland Bidg., St. Louis, Mo. a 

priced shoes. Must be good window Capable from every angle, has knowledge of be 

trimmer and show card writer. Town anatomy and physiology pertaining to the feet, - 

of twelve thousand yo — oe own ee. Rags vase — WA ED TO PURCHASE ey 

: 5 of several hundred who have been fitted shoes NI Bi 

Address D-493 and supports. Address D-492, care Boot & Shoe i 

Care BOOT & SHOE RECORDER Recorder, 239 West 39th Street, New York, - 
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MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











AUTUMN PRICE TICKETS 





Colorful and Effective 


q 


‘i 
‘of 


No. 3: Hallowe'en or 
autumn coloring: 
orange and green de- 
sign on corn-color 
board. 









i545 


No. 2: Blue bar with 
orange sunburst on 
silver board. 














No. 1: Harvest color- 
ing: Scarlet cak leaf 
on corn-colored board, 
with pale blue band. 





ANY ASSORTMENT OF 
PRICES DESIRED 


SIZE: 154” x 234” 
6 dozen 
12 dozen 


AUTUMN WINDOW 
DISPLAY CARDS 


8” x 14” to complement new fall 
ticket above. 








Write for details and samples of 
service, including cards, harmon- 
izing tickets, and modernistic card 
holders. Sold to but one merchant 
in a community. Snappy texts on 
men’s, women’s, children’s shoes, 
and hosiery. 





CHECK WITH ORDER, PLEASE, UNLESS 
C.0.D. SHIPMENT IS PREFERRED 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 





CHICAGO, ILL. 











Beaumont Heads Albany 
District Group 


ALBANY, N. Y.—Ernest A. Beaumont, 
of Albany, was elected president of the 
Capital District Shoe Retailers’ Asso- 
ciation at a post-convention meeting of 
the group, held September 27, in the 
Ten Eyck Hotel. Upwards of 45 shoe 
retailers of Albany, Troy and Schenec- 
tady attended the dinner meeting. 

It was voted to conduct meetings of 
the association alternately in each of 
the three cities. For the first time, too, 
a board of directors was elected repre- 
senting dealers in each of the com- 
munities. 

Mr. Beaumont as president succeeds 
T. Arthur Cohen, who at the recent 
convention was elected vice-president 
of the state association. Other officers 
elected last night by the Capital Dis- 
trict group are John Meara, of Sche- 
nectady, and John B. Kelly, Troy, as 
vice-presidents; John MacDonald, AIl- 
bany, as secretary, and Ira Levinson, 
Albany, as treasurer. 

Directors are William Ocker, J. B. 
Kelly and George Truitt, all of Troy; 
James Lindsay, Mason W. Hall ar? 
James Sullivan, all of Schenectady, and 
Howard Cohen, Wesley Emery and Lec 
Mayer, of Albany. 





Has Thrift Department 


ABERDEEN, WaASH.—W. Birl Adams 
has opened a new shoe store and has 
incorporated for the benefit of his cus- 
tomers a thrift department. 








Horse Racing Shoe Window 


SEATTLE, WASH.—The exceptionally 
clever windows “which catch and hold 
the eye of the passer-by” are always to 
be found in the Florsheim Shoe shop. 
During the annual horse races at Long- 
acres, two large and attractive back- 
grounds were used, being done in crayon 
of the two horses at the wire. Among 
the well-known lines of shoes were sev- 
eral large bunches of Fall leaves to fur- 
ther enhance the display. 

The Florsheim Shop will move on 
Oct. 1 to 307 Pike Street, in the 
center of a busy shopping district. 





Santersole Shoe Co. Starts 


BurraLo, N. Y.—Michael and Leo 
Santersole and Clement A. Demarzio 
have formed a new company known as 
the Santersole Shoe Co., with a cap- 
italization of 150 shares of no par value 
to engage in the retail shoe business 
in Buffalo. 


Good Response to Sale 


BuFFALO, N. Y.—Sales of women’s 
shoes during the last week of Septem- 
ber reached the highest figure in more 
than two years at Adam, Meldrum & 
Anderson Co., it was reported by Wel- 
don D. Smith, vice-president and gen- 
eral manager. During the week the 
company staged its annual store-wide 
sale, a major merchandising event of 
the year. The featured footwear item 
during the sale was at $4.25. 


SHOE STRETCHER 








VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves 
and permanently corrects tight-fitting 
shoes. Raises vamp from throat to tip. 
Lengthens too short shoes. Made of 
best grade of cold rolled steel, nickel 
plated. For sale by shoe findings jobbers 
and wholesale shoe houses everywhere, or 
send your order direct to us. 

with 3 sizes 


$5. 00 COMPLETE of Last 
NU-WAY SHOE STRETCHER CO. 


4367 Duncan Ave. St. Louis 











HOTELS 
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Starts Boys’ Department 


Kansas City, Mo.—The George B. 
Peck Dry Goods Company has opened 
a boys’ department on the Main Street 
floor. Clothing, shoes and furnishings 
are carried in stock for boys from 6 to 
20. D. M. Curran is in charge of the 
department. 


David Woolf Reenters Business 


PROVIDENCE, R. I.—David Woolf, for 
several years operator of a retail shoe 
business at Mt. Pleasant, has started 
a new shoe business, The Washington 
Park Booterie, located in Washington 
Park. The new business features sev- 
eral well known trade makes of foot- 
wear, including the W. L. Douglas line. 































Recorder is Best Money Spent 


We have been a subscriber to your 
weekly for a long time and really find it 
the best money spent in the store. 

M. Goldberg, Greenwood, Miss. 


vvv 


Appreciates Code Information 


I am writing you to commend your or- 
ganization for the activities taken to assist 
our N. S. R. A. and individual merchants 
in benefiting our condition with the N.R.A. 
code. 

Of course, that is a small part of all the 
wonderful things you have done for the 
entire retail trade for the thirty years that 
we have been subscribers to the Boot & 
Shoe Recorder in my estimation, are so 
innumerable that it takes too much time 
to write, to mention the wonderful things 
that are applicable to one’s business if they 
want to put them into practice. Particu- 
larly so, your stock control, conducting of 
sales and arrangement of stores. To my 
mind, it is invaluable, because it is au- 
thentic, workable and given to you by 
somebody who knows it will work, and 
that is the very thing that the reader 
should take into consideration. 


R. E. Sager, Green Bay, Wisconsin 


vvv 


Leather Rise Graphed 


DENVER, CoL0.—Graphs showing the 


increase in leather prices between 
March and July of this year, used 
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A BUYING GUIDE TO 
OUR ADVEIATIZVERSY 
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BOOTS AND SHOES 
Ault-Shackford Shoe Co., Auburn, Me..... 38 


Bass, G. H., & Co., Wilton, Me 56 
Booth, Walter, Shoe Co., Milwaukee, Wis.. 33 
Brooks Shoe Mfg. Co., Philadelphia, Pa. .58-60 
Brown Shoe Co., St. Louis, Mo 49 


Chase, W. S., Sons, Haverhill, Mass 0 
Clapp, Edwin, & Sons, Inc., E. Weymouth, as 


ass. 
Colt-Cromwell Co., Inc., New York City.... 


Ebberts, John, Shoe Co., Buffalo, N. Y 
Elam, F. S., Shoe Rochester, N. Y.... 
Erwin Shoe Co., New York City 

Evans’ Son, L. B., Co., Wakefield, Mass.... 


Florsheim Shoe Co., Chicago, Ill 
Friedman, B., Shoe Co., New York City.... 


Golo Slipper Co., Inc., New York City 43 
Green, Daniel, Co., Dolgeville, N. Y...2nd Covers 


Hannahson’s, Haverhill, Mass 
Keith, Geo. E., Co., Brockton, Mass 
Fried & Sons, Inc., New York 
City 4 


Levey Brothers Shoe Co., New York City.. 42 
Lion Shoe Co., Inc., New York City 42 


Minor, P. W., & Sons, Inc., Batavia, N. Y. 23 
a > Day’s Ideal Baby Shoe Co., Danvers, . 
on ORE re ta a Re 


Nettleton, A. E., Syracuse, N. Y 
Old Colony Shoe Co., Brockton, Mass 
Queen Quality Shoe Co., St. Louis, Mo 


Richards & Brennan Co., Randolph, Mass.. 
Roberts, Johnson & Rand, St. Louis, Mo... 


Saks, M. J., Shoe Corp., New York City. .42-43 
Shaft-Pierce Shoe Co., Faribault, Minn... 52 
Smith, J. P., Shoe Co., Inc., Chicago, Ill. .31-52 
Swan Shoe Co., Baltimore, Md 58 


United States Rubber Co., New York City, 
Front Cover 


Vaughan-Towle Co., Wakefield, Mass 
Weiss, J., Shoe Co., Inc., New York City.. 42 


LEATHER AND OTHER MATERIALS 
Allied Kid Co., Boston, Mass 
Evans, John R., & Co., Camden, N. J 
Goodyear Tire & Rubber Co., Akron, O...26-27 


Hamel, L. H., Leather Co., Haverhill, 
Be 6:00 i sime views edbucae pended Back Cover 


Kistler Leather Co., Boston, Mass 
Levor, G., & Co., New York City 


Neumann, R., & Co., Hoboken, N. J 
New Castle Leather Co., New York City... 


Ohio Leather Co., Girard, O 
Surpass Leather Co., Philadelphia, Pa 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
ETC. 
Compo Shoe Machinery Corp., Boston, Mass. 5 


United Shoe Machinery Corp., Boston, 
NN Vcdsnevosvrsteatrcsenecseed 48-53-55-61 


SHOE ACCESSORIES 
Johnson Products, Inc., Indianapolis, Ind. . 
Nu-Way Shoe Stretcher Co., St. Louis, Mo.. 
Pollinger, M. D., Co., St. Louis, Mo 


Scholl Mfg. Co., Chicago, Ii] 
Simplex Shoe Tree Corp., Chicago, IIl 


Williams Mfg. Co., Portsmouth, O 


MISCELLANEOUS 
DeWitt Operated Hotels 
Hotel Pennsylvania, Phila., Pa 
Hotel Piccadilly, New York City 
Hotel Victoria, New York City 
Illinois College of Chiropody, Chicago, Ill. 
Irvin Rubin, New York City 62 
Kent Automatic Garages, New York City.. 
Kirsch-Blacher Co., Inc., New York City.. 
Poster & Deutsch, New York City 
Walk Eze, New York City 


recently as window backgrounds by the 
shoe department of the Denver May 
Co., served to impress the worth of cur- 
rently offered shoe values in a very 
effective manner. 

The graphs showed that leather 
prices advanced approximately 186 per 
cent from March to July. Worked out 
in black on bright orange paper, they 
stood out very conspicuously against 
the background. A vertical type of 
graph was used, the months being listed 
at the top of several columns, and the 
price level line running across the pa- 
per in a horizontal direction. 

The May Co. has used this same 
idea on several occasions in newspaper 
advertisements. The graphs were 
shown in small boxes at the tops of the 
advertisements. 


JACKSON, Miss.—W. C. Paige has 
been made the new manager of the 
Cinderella Slipper Shop at 144 East 
Capitol Street. He is moving here from 
Shreveport, La. 





OBITUARY 





Arthur E. Day 


DANVERS, MAss.—Arthur E. Day, 
(60) shoe manufacturer, died after 
being sick for some time. Mr. Day and 
his wife, Adra L. Day, built up the 
business of Mrs. Day’s Ideal Baby Shoe 
Co., a noted producer of soft sole and 
first step shoes for children. Mrs. Day 
is president of the company, and Mr. 
Day: was its vice-president and treas- 
urer. Mr. Day was a member of Amith 
lodge of Masons in Danvers and of 
Allepo Temple in Boston. 


Everett H. Vosburgh 


SENECA FALLS, N. Y.—Everett H. 
Vosburgh, for forty-four years oper- 
ator of a retail shoe store and one of 
the best known men in the trade in 
western New York, died at his home in 
that village this week after a long ill- 
ness. He was 66 years old. 

Born in Rochester, Minn., Mr. Vos- 
burgh settled in Seneca Falls as a 
young man and almost at once went 
into the shoe business. He was promi- 
nent in Masonic circles and was for 
several years the village’s fire commis- 
sioner. 

He leaves his wife, Mrs. Lou M. Vos- 
burgh and three daughters. 
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OREY IS CoA ¥! 


Grey came out of the doldrums last year, it’s a young 
color now. They'll buy it next spring in smart little suits 
and smooth little dresses, they'll buy grey shoes to wear 
not only with grey, but with pastels, They'll want the 


grey they bought in volume last year,— 


Vode Kid 
. EZ 
(Paris Grey) 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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1934 BUSINESS 
ON WHITES 












No other leather . . . and no other entry 
in the register of colors ... offers security 
of profitable selling, over a lengthening 
period of months, equal to the assurance 
of gain given by white LEVOR washable 








L is human nature to prefer the KNOWN to the 
unknown; the proven standard to the untried. It is, 


of course, the free choice of any buyer to shop around for good values, 


s0— 
“ and he should. But in the matter of white kid, his quest will be fulfilled 
x Db in the purchase of “THE WHITEST WHITES.” 
*¢ “THE WHITEST WHITES’”—LEVOR’S white washable leathers— 
by virtue of constant specialization with resulting improvements and 
+ increased efficiency in tanning, clearly earn their international renown 
Cc £ as the finest values procurable in white kid that is eminently dependable. 








GC. LEVOR 


TANNERS OVER SO YEARS 








- 
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sold a whole lot more WHITE KID SHOES! 
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You have but to see and feel the new, improved 
white LEVOR kid, particularly in the finished 


shoe, to judge it yourself as par excellence in white 





tanning. 


5s €O. INC. 


GLOVERSVILLE, 

















The APPEARANCE of the | 
UNITED CUSHION HEEL 


is sO fine that it is 


constantly imitated but never equalled 





ITS QUALITY 
is just as superior as its appearance 


ec >] 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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GET DOWN TO FACTS and FEET- 


and you will find your business steadily increasing because you 





































are meeting a definite need while rendering a valuable service. 


Nine out of ten women have weak 
feet. They are your future custom- 
ers. They have worn shoes that do 
not properly support body weight. 
They are letting their feet make 
them old. When you show them 
how easily the Musebeck Foot-so- 
Port Shoes with the Health Spot 
straightens up their feet—releasing 
cramped nerves and blood vessels— 
they will realize the necessity and 
value of these normal health shoes. 








BROUWER’S 
RESEARCH 
No. 88 


SO88 Blk. Kid 6 Eyelet Tie..Foot-so-Port $5.25 
SO79 Bro. Kid 6 Eyelet Tie..Foot-so-Port 5.25 


Gives remarkable results in 


cases of extremely weak feet. 
- Two lasts every dealer needs 


for his foot health department. 





SO86 Blk. Kid 6 Eyelet Tie..Foot-so-Port $5.25 
SO87 Bro. Kid 6 Eyelet Tie..Foot-so-Port 5.25 





Sell them Foot-so-Port Shoes to wear 
85% of their time. If they protect 
their feet from strain when they are 
on them most—they can wear any 
type of style shoe for dress without 
injury to health. Sell them Foot-so- 
Port Shoes for better health. One 
woman tells another what wonderful 
; comfort and satisfaction she received 

when her feet were straightened up to 

normal position. Results that you 
J can see and believe promote better  yusregeck 
: business. LAST 








No. 86 


Build your business on better foot health— you cannot find a firmer 
foundation. Write today for detailed information. 


MUSEBECK SHOE 


es e es 
Danville Illinois 
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Sensational 


RAYNSHU 
TIES 


the only 


PRACTICAL—RADICAL— 
new shoes of the season 





FUR TRIM TO MATCH 
REPTILE UPPER—BLACK AND BROWN 





Once in every three to five years a radically new rubber 
shoe style is created which revolutionizes style demand and 
pays big profits to those retailers who are in early. Remem- 
ber the Radio Boot—and the Rayn Boot? 


RAYNSHU TIES are that new style. 
Here they are—the 
GCHILLIE TIE—RAYN TIE—BONNIE TIE 


@ Side step compatition of low-priced gaiters, and... 

Side stepping competition means profits to the dealer. 

Bring their own price because women want them, and... 

They satisfy women's new mood of femininity. 

Raynshu dealers don't wait for snow. They display and sell Raynshu 

Ties early for football games. The style does it! 

They go on and off easier and faster. 

No snaps or fasteners to hurt fingers or damage stockings. 

The laces automatically adjust the shoe to all types of ankles. 

Waterproof to the top .. . full gusset. 

The fur trim—new and highly acceptable—keeps rain and snow out 

of the shoe. 

Light weight ... warm ... beautiful fitting .. . all lasts and heels. 

Retail $1.50 and up ... no more than the replacement retail price 

of ordinary snap gaiters. 

© Give retailers opportunity to get higher prices without competition 
or question. 





(regular) 
REPTILE UPPER—BLACK AND BROWN 


Write or wire our nearest branch 
today for samples 


CAMBRIDGE 


RUBBER COMPANY 
CAMBRIDGE, MASS. 





BOSTON NEW YORK CHICAGO 
600 ATLANTIC AVE. 125 DUANE ST. 317 W. MONROE ST. 
a ge A tg AND LEADING DEALERS 


SATIN FINISH—BLACK AND BROWN 
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MATINEE 


BLACK, 
BROWN and WHITE 


CAMBRIDGE Pyrrg RUBBER CO. 





offers a complete range of 
rubber footwear, but places 
special emphasis on the ex- 
clusive, smart tie feature 
which has already given aap 
proof of being the season's i 
sensation for salability and 
profit possibilities. 






Write or Wire for Samples 






(regular) 


FLAME DESIGN—BLACK AND BROWN FLAME DESIGN—BLACK AND BROWN 
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Ask about the Send for the 
New Pied Piper New Pied Piper 
Deal Catalog 













No. 635 


Brown Sherry calf vamp, 

shawl, strap and foxing. Brown 
Mottled genuine pig vamp in- 
sert and " *. 

Child's, 8 B-C-D 

Misses’, 12 ae A-B-C-D 








No. 076 
Putty Beige elk i and quarter. 


Child’s, 8% to 12 B-C-D 
Misses’, 12% to 3 A-R-C-D 


seni No. 2025 

acl corpion overlay stra 
Braided patent insert. , 2 
Mi — 12% to 3 








« 3253 S (ee asap” 
Child’ = 8% to A-B- 





Here are a few of the many attractive offerings of the complete Pied Piper 
Stock Department. 


Many other styles—seasonable and staple—are carried in extreme widths 
and sizes for your convenience and profit. Only your own experience can 
convince you of the efficiency of this service. Try it out! 

Send for elaborate illustrated brochure— 


“The New Pied Piper Deal’’—and for the 
new In-Stock catalog of Pied Piper Shoes. 


M@iathon Shoe Co; 


WAUSAU, WISCONSIN 
Manufacturers of J ile Foot Exclusively Since 1914 
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Pied Piper Juvenile shoes 
are 100% Goodyear welts 
plus these patented fea- 
tures: 


1. No Channel 
to weaken or cause ridges. 2. No Filler 


to shift, bunch or stiffen. 


3. Double Fastened 
Upper 
Strengthens—Preserves Shape 

and Fit. 
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WORLD’S GREATEST JUVENILE HEALTH SHOES 
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